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devoted to the common good... we salute 
the A.L.C. where leaders of our 


intensely competitive business meet to further 
the benefits of life insurance for the public. 
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WASHINGTON — The election of 
George G. Perrin, general counsel Mod- 
ern Woodmen of America, as president 
of the National Fraternal Congress of 
America at its convention here was pre- 





S. H. Hadley 


John P. Stock 


ceded by demonstrations of approval in 
that executives of numerous societies re- 
mained standing in the ballroom until 
they were allowed to second his nomina- 
tion. Mrs. Jeanie Willard, 1st vice-presi- 
dent of Supreme Forest Woodmen Cir- 
cle, Omaha, presided at the election. 

John P. Stock, president of the Macca- 
bees, Detroit, was unanimously elected 
vice-president. In the normal succession, 
Mr. Stock will ascend to the presidency 
of N.F.C. at the 1950 meeting. Four 
new directors elected are Mary McCul- 
lough, Women’s Catholic Order of For- 
esters, Ernest R. Deming, Unity Life & 
Accident; Tom Robertson, Independent 
Order of Foresters, and Susan Matuscak, 
First Catholic Slovak Ladies Union. Wil- 
liam G, Fisher, Lutheran Brotherhood 
and Luke E. Hart, Knights of Columbus, 
were renamed to the board. 

The new officers were installed by 
Sam H. Hadley, president of Protected 
Home Circle. Mr. Perrin paid tribute 
to the work of Mrs. Willard as president. 

In addition to the events reported in 
last week’s edition a number of commit- 
tee reports were given on the last two 
days of the convention. The report of 
the committee on state of order and 
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Modern Woodmen, president; Mrs. 
Sam H. Hadley, 


Tom Robertson, 


Lutheran Brotherhood. 
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New F raternal Congr 


Perrin, Stock in Top 
Fraternal Congress Posts 


statistics was given by Mary E. McCul- 
lough of Women’s Catholic Order of 
Foresters, and that of the committee on 
distribution by Ernest R. Deming, Unity 
Life & Accident. This was followed by 
the report of the committee on law by 
William E. Mooney, Woodmen of the 
World, Omaha, and that of the commit- 
tee on constitution and rules by Norman 
E. Patrick, Catholic Knights of America. 
The first of two reports by the commit- 
tee on credentials was given by Rud W. 
Talsky, Catholic Family Protective So- 
ciety. 


Memorial Ceremonies 


At the memorial service the names of 
officers of member societies who had 
died during the year were read by 
Stephen M. Tkatch, Greek Catholic 
Union and then there was an address by 
the Rt. Rev. Monsignor John J. Reilly, 
Washington. The blanks committee re- 
port was given by Walter Rugland, Aid 
Assn. for Lutherans, and that of the 
committee on security valuations by De 
E. Bradshaw, Woodmen of the World, 
Omaha. A. L. Saulmon, Ben Hur Life 
Assn., reported for the committee on 
lodge activities and among the points he 
brought out was that television may 
soon be curtailing attendance at local 
lodge meetings. 

Other committee reports included 
those of Edna E. Dugan, Degree of 
Honor, on junior membership; Horace 
Rosenblum, Woodmen of the World, 
Omaha, publicity; Dora Alexander Tal- 
ley, Supreme Forest Woodmen’s Circle, 
public relations; Adele Lagodzinski, 
Polish W-omen’s Alliance, ethics, and 
Clyde F. Wilmeth, Junior Order United 
American Mechanics, fraternal week. 

All of the committee reports were in- 
terspersed with words of praise for Mrs. 
Willard, the retiring president, and for 
Mr. Farrell, secretary-treasurer-manager. 

Two new societies joined N.F.C. ac- 
cording to the report of the membership 
committee, headed by R. G. Ransford, 
Gleaner Life. They are American Life 

(CONTINUED ON PAGE 19) 
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NEW OFFICERS OF NATIONAL FRATERNAL CONGRESS, ELECTED AT 
ANNUAL MEETING AT WASHINGTON: 

Seated, left to right, John P. Stock, Maccabees, vice-president; George G. Perrin, 
Jeanie Willard, Woodmen Circle, past president; 
Protected Home Circle, installing officer. 

Standing, members of executive committee: Luke E. Hart, Knights of Columbus; 
y Independent Order of Foresters;:Mary McCullough, Woman’s Cath- 
olic Order of Foresters; E. R. Deming, Unity Life & Accident, and William G. Fisher, 


Treasury Secretary §feel-Coal Strikes 


Speaks at John 
Hancock Dedication 


During recent periods of history 
when this country found itself at war 
life insurance funds have helped pro- 
vide the sinews to protect our demo- 
cratic government and our way of life, 
Secretary Snyder of the Treasury De- 
partment said in his address at the 
dedication of John Hancock’s new home 
office building in Boston. 

“Even as far back as 1863,” he pointed 
out, “there was no hesitancy on the 
part of officers of your company, new 
as it was, to come forward in support 
of the national government. By the 
end of your first year as a going con- 
cern 35% of your assets were invested 
in government securities.” 


Century of Progress 

The progress the nation has made 
in the past century, Secretary Snyder 
said, does not mean that America has 
come of age—that the top has been 
reached, but that we are on the threshold 
of a new peacetime growth which will 
bring even greater opportunities for the 
future. 

Referring to recent and current in- 
dustrial economic adjustments which 
have affected some sections, such as 
New England, more than others, he 
declared, “We should welcome, not 
fear, the return to competitive business 
conditions. A sellers’ market, such as 
we have known during and since the 
war, is in the long run bad for business. 


Back to Competition 

“With a return to a competitive econ- 
omy we are rapidly recalling our talents 
in salesmanship. And here in the 
United States is awaiting the greatest 
market we have ever known. Consumer 
incomes are continuing at near-record 
levels and people in this country are 
now earning money at a rate of nearly 
$210 billion a year. And behind these 
current incomes is also a record vol- 
ume of savings—$200 billion—the ex- 
istence of which will continue to en- 
courage liberal spending from current 
income.” 

Mr. Snyder congratulated President 
Paul F. Clark on his 35th year in the 
business. Mr. Clark, who began as an 
agent in Baltimore, said: “I am unable 
to stand in awe of the steel and stone 
constituting the physical plant of our 
home office. It is dwarfed by the mag- 
nificance of its basic concept, the life 
insurance idea.” 

Attending the ceremony were John 
Henry Morris, counsel for Governor 
Dever, and Mayor Curley of Boston, 
who was presented a biography of John 
Hancock. The ceremonies were held in 
the auditorium of the new building with 
many state leaders present. A tour of 
the building and a tea were arranged. 
Some 5,000 district agents, their families 
and guests, toured the building imme- 
diately after the ceremonies. 


Dr. Dieuaide Tells LIMRF 
Doings to N. Y. Actuaries 


Dr. Francis R. Dieuaide, scientific 
director of the Life Insurance Medical 
Research Fund, addressed the junior 
branch of the Actuaries’ Club of New 
York on the activities of the fund in 
promoting research on disease of the 
heart and arteries. Dr. Dieuaide dis- 
cussed activities in stimulating desirable 
applications for grants; of keeping in 
touch with the progress of research, 
both that supported by the fund and 
also other research in the cardiovascular 
field; and of reporting on the progress 
of that research. 


Shut Down Group 
Insurance Activity 


Ford Settlement 
Augurs Well When 
Other Tieups Settled 


The group insurance business will be 
as quiet as the mines and mills for 
the duration of the steel-coal strike. 
Things have been slow up to this period, 
waiting for settlement of the Ford and 
steel pension demands. Thus far the 
group insurance business hasn’t had a 


chance to shake off the summer dog 
days. 

Group insurance people were opti- 
mistic after settlement of the Ford dif- 
ficulty without .a strike. There were 
many who expected that the steel in- 
dustry would follow suit and drop its 
demand for contributory pension pay- 
ments by the workers. A steel agree- 
ment would have set the pattern for 
negotiations in this round and would 
have meant business for insurers that 
much sooner. 

The Ford contract is history making 
but is not resulting in immediate busi- 
ness for group insurance. The steel and 
coal strike paralyzed many other in- 
dustries and cast such a_ pessimistic 
shadow over the future that group in- 
surance men doubt that many of their 
prospects regardless of their industries, 
will want to install plans before the 
trouble has been settled. 


May Be Some Delays 


The psychological. state of the pur- 
chaser of group casualty, life and pen- 
sions being so all-important and at once 
so delicate, it might well be two months 
or longer after settlement of the 
steel and coal strikes before employers 
have been cured of the “shakes.” 

The Ford plan may well be a pilot 
plan for millions of American workers 
in all industries. Under it, workers may 
retire at 65 and. they must retire at 
68. If they have 30 years of Ford serv- 
ice, they can depend on $100 monthly. 
Part of this will come from federal 
social security payments and Ford will 
make up the*balance. This particular 
point represents more of a_ distinct 
victory for the employer than is usually 
noted. Earlier in the year the UAW 
had indicated opposition to the $100 
monthly pension inclusive of social 
security. Ford, aided by insurance coun- 
sel, advanced the inclusive offer which 
made the pension cost much more within 
reason on the non-contributory basis. 


Scale Slides Downward 


Those retiring with less than 30 
years’ service get less than $100 on the 
scale which slides downward. Thus 
25 years of service would entitle a man 
to 25/30 of $100. 

Ford pays all the pension costs. The 
joint board of union and company 
representatives will serve as administra- 
tors of the plan. 

Permanently disabled workers 35 
years or older get a flat monthly retire- 
ment benefit of $50. Employes with 30 
years’ service may retire any time after 
60 with reduced benefits. 

To many insurance men, the pattern 
for future Ford negotiations ‘is_ clear. 
They feel that the UAW will. work to 
lower the 30 year service requirement 

(CONTINUED ON PAGE 19) 
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Program for Annual Meeting 
of LA.A. Is Completed 


The complete program for the annual 
meeting of Life Insurance Advertisers 
Assn., to be held at the Drake hotel, 
Chicago, Oct. 27-29, has been drawn up 
as follows: 

THURSDAY, OCT. 27 
12:30 P.M. Opening Luncheon 
Presiding, C. Russell Noyes, Phoenix Mu- 
tual. 
Introduction of guests. { 
Greetings, R. L. Hogg, executive vice- 
president and general counsel Ameri- 
can Life Convention. 
Keynote Address, L.A.A. President Alan 
M. Kennedy, Northwestern National. 


Afternoon Session 


Presiding, Morgan S. Crockford, Excel- 
sior Life. 

“Our Partnership with the Agent,” a 
panel discussion by Aetna Life. 


6 p.m., President’s reception and bffuet 
inner 


Master of Ceremonies, Powell Stamper, 
National Life & Accident. F 
Introduction of new members, High- 
lights of the year, President Kennedy. 
Announcement of award winners, W. A. 
Neville, Great-West Life, chairman of 

exhibits committee. 

Dramatic presentation by members of 
Northwestern Mutua] Life under the 
direction of Laflin C. Jones. 


OCT. 28, Morning session 


Presiding, W. A. Neville. _ 
Presentation of winning exihibts, by se- 
lected winners. 


Takes Bias Issue 
to Supreme Court 


Much interest is being taken in the 
outcome of the petition that General 
American Life is presenting to the Mis- 
souri supreme court Friday for a writ 
to restrain Circuit Judge Russell of St. 
Louis from continuing to preside in the 
case involving the final settlement ac- 
counting in the old Missouri State Life 
case under the management contract 
assumed by General American in 1933. 
Counsel for General American charges 
that Judge Russell has made statements 
outside the court indicating bias and 
prejudice against General American. It 
is understood that most of these al- 
leged statements were made to news- 
paper reporters and that Judge Russell 
was not speaking in confidence to them. 

Earlier Judge Russell had denied 
General American Life’s motion for a 
change of venue. The case has been 
pending since September, 1948, and the 
have been under since 


hearings way sil 
November of last year. In the applica- 
tion for writ of prohibition, General 


American will inform the supreme court 
that it learned on Sept. 16 that Judge 
Russell stated outside his courtroom in 
substance that General American had 
stolen the assets of Missouri State in 
1933. The petition contend that Judge 
Russell’s statements indicate that he 
intends to go outside of the issues of the 
case and “secretly pass upon the pro- 
priety of the decree of Sept. 7, 1933” to 
authorize the sale of Missouri State 
Life’s business and assets to General 
American, The petition charges that 
Judge Russell accused Superintendent 
Jackson of Missouri of “incompetence” 
and said-he was “unfit” to hold his im- 
portant office. The pending case was 
instituted by Mr. Jackson in his official 
capacity and involves a request for the 
circuit court to ratify his approval of 
General American’s final accounting of 
the old Missouri State assets and busi- 
ness. 


Interest of Policyholders 


It was also charged that Judge Rus- 
sell had complained that no one was 
representing the interest of the policy- 
holders in the litigation. Counsel. for 
General American takes sharp issue 


to be announced). 
Business meeting, 
presiding. 


President Kennedy 


Afternoon Session 


Presiding, David W. Tibbott, New Eng- 
land Mutual. 

“Our Companies and the Institute Work- 
ing Together for the Agent,’ Donald 
F. Barnes, Director Extension & De- 


velopment Division, Institute of Life 
Insurance. 
“Making Trade Journal Advertising 


Serve the Agent,” R. W. Osler, editor 
life publications, Rough Notes Co. 

“Improving the Climate in Which the 
Agent Works,” Raleigh R. Stotz, Grand 
Rapids, general agent of Mutual Bene- 
fit Life. 

“Modern Agency Management Appraises 
Our Products,” Lowell Davis, Hartford 
‘eo agent of Provident Mutual 
ife. 


OCT. 29, Closing Session 


Presiding, Roger Bourland, Liberty Life. 

“Ideas that Clicked,’ symposium by 
L.A.A. members: Harold B. Brown, Im- 
perial Life, Canada; Edwin P. Leader, 
Bankers Life, Iowa; Joseph M. Locke, 
Gulf Life; Harry E. Nelson, General 
American; George I. Powell, Great- 
West Life; H. Dixon Trueblood, Occi- 
dental Life, Cal. 

“Giving Agents the Right Answers,” 
Eugene Thoré, general counsel Life 
Insurance Assn. of America, and B. N. 
Woodson, executive vice-president 
Commonwealth Life. 

“Our Partnership in Improving Public 
Attitudes,” Harold M. Stewart, execu- 
tive vice-president of Prudential. 

Installation of new officers. 


with that statement, pointing out that 
General American, which is a mutual 
company, and the insurance department 
are both representing the policyholders. 

The capital issue involved is the re- 
serve computation on some $200 million 
of old Missouri State Life business that 
is still in force. General American and 
the Missouri department insist that the 





proper method is a gross premium valu- 
ation and that would produce a surplus 
of about $2 million in the Missouri State 
Life fund, and which would mean that 
the Missouri State stockholders would 
be entitled to about $4 a _ share. 
Those representing stockholders’ inter- 


‘ests, however, contend that the old 1933 


basis of valuation is correct and under 
such a valuation there would be a sur- 
plus of about $12 million, which would 
be equivalent to about $24 a share. It 
is understood that about 80% of the 
old Missouri State stock is in the hands 
of persons who have bought it since 
1945. 


Travelers Capital 
to Be $40 Million 


Stockholders of Travelers are meeting 
Oct. 31 to act upon the recommendation 
of directors that the capital be increased 
from $20 million to $40 million. This 
would be accomplished by transferring 
$20 million from surplus to capital ac- 
count and stockholders would receive 
one new share for each share now held. 
It is understood that the new stock 
will be placed on a regular $12 dividend 
basis. The old stock has been on a $16 
basis and last year an extra dividend 
of $6 was paid. At the same time the 
capital of the wholly owned subsidi- 
aries—Travelers Indemnity and Travel-, 
ers Fire—is being doubled. 





Scott to Torrington 


Hugh C. Scott has been appointed 
manager of Metropolitan Life at Tor- 
rington, Conn. He joined: Metropolitan 
as an agent at Tonawanda, N. Y., in 
1932. Four years later he became an 
assistant manager in Buffalo, and sub- 
sequently has served as field training 
instructor, field training supervisor, and 
territorial field supervisor in the eastern 
territory. 
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The public acceptance of life-insurance and its recognition of 


Bohlinger, Morrill, 
McCullough Upped 
by N. Y. Departmen} 


Deputy Superintendents Alfred 
Bohlinger and Thomas C. Morrill haye 
been advanced in the New York in. 
surance department and Roy C. Me. 
Cullough has been appointed deputy 
superintendent. Mr. McCullough has 
been special assistant to Superintendent 
Dineen since 1946. 

Mr. Bohlinger was advanced to first 
deputy superintendent. He is a graq- 
uate of New York law school. Prior 
to his appointment as deputy super. 
intendent in 1944, he was in private 
law practice as a member of the firm 
of Burden & Bohlinger. He has super. 
vised the life, fire and marine, com. 
plaint and mutual and fraternal by. 
reaus in the department, and has re- 
cently been placed in charge of the 
supervision of A. & H. insurance, in- 
cluding the department’s responsibilities 
under New York’s new disability bene- 
fits law. 

Mr. Morrill succeeds Mr. Bohlinger 


as second deputy, and takes over per-' 


sonnel administration in addition to 
supervision of the uniform accounting 
and statistical bureaus and responsibility 
for public relations. He has headed the 
department’s uniform accounting pro- 
gram since 1947, establishing expense 
accounting instructions which have been 
adopted for nationwide use by all fire 
and casualty companies. He was for 
many years an analyst with Alfred M. 
Best Co., before joining the depart- 
ment in 1945. 

Mr. McCullough, who now becomes 
third deputy superintendent, is a lawyer 
and statistician, and will be responsible 
for regulation of rates through super- 
vision of the rating bureau. He was 
graduated from Syracuse University in 
1941. After a year of practice with the 
Syracuse law firm of Bond, Schoeneck & 
King, he joined the army air forces as 
a private in 1942, and left in 1946 with 
the rank of major. 


Write Welfare Plan for 
New York Steelworkers 


Martin E. Segal & Co., New York 
group insurance and welfare fund spe- 
cialists, have written through Aetna 
Life the first industrywide program in 
the fabricating iron and structural steel 
industry. The agreement covers Allied 
Metal Industries and Ironworkers 
Shopmen’s Local 455, A.F.L. The pro- 
gram will cover 2,500 steelworkers in 
the greater New York area and ap- 
proximately 6,000 dependents. Cover- 





the superiority of life insurance as a medium of savings, pro- 
tection and investment, has grown tremendously in the past 
decade, and today is at an all-time high. 


Through the economic stresses and strains of depression and 
war life insurance has guarded the savings of millions and has 
stood as a bulwark to our American economy. Built on a 
solid foundation, life insurance perhaps has withstood the 
impact of these economic upheavals better than any other 
major industry. You, the new life underwriter, are justified in 
swelling with pride in being associated with the great industry 
of life insurance. As a life underwriter you have unlimited 
opportunity for serving your fellowman and earning a su- 
premely satisfactory income. 


Insurance In Force — September 1, 1949 — $422,608,952 
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ages include life, accidental death and 
dismemberment, hospitalization, sur- 
gical benefits, and weekly accident and 
sickness benefits above the minimum 
requirements of the New York disabil- 
ity benefits law. 

The fund is financed by contributions 
of 3% of gross payroll from employers 
and will be administered by an equal 
number of employer and union trustees. 

Mr. Segal estimated that the annual 
cost would exceed $200,000 and that a 
minimum of 15% of the employer con- 
tributions would be set aside as a spe- 
cial reserve for the continuance of in- 
surance benefits during unemployment 
layoffs and other contingencies. Each 
eligible employe will have $1,000 of life 
insurance, $1,000 accidental death and 
dismemberment, while the weekly disa- 
bility benefits will equal 50% of the 
employe’s average earnings. 





Bollinger Prudential Manager 


Norman E. Bollinger has been ap- 
pointed head of Prudential’s Kansas 
City district office No. 2. : 

Joining Prudential in Kansas City in 
1941 he was made assistant manager 
two years later in the office he now 
heads. In 1947 he was transferred to 
the home office, later was assistant man- 


ager at Houston. He served in the army. 
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Predicts Increase 
in Regulation 
by Government 


Due to Growth of Business, 
Not Commissioners’ Wish 
Says Forbes 


Predicting that life insurance would 
be subject to more regulation rather 
than less in years to come, Commis- 
sioner Forbes of Michigan, president of 
National Assn. of Insurance Commis- 
sioners, declared at 
the American Life 
Convention open- 
ing general session, 
that this will not 
be because insur- 
ance commissioners 
seek to - interfere, 
but “because your 
very growth and 
importance produce 
the demand for 
additional supervi- 
sion,” 

“We are prone to 
think that new reg- 
ulations arise out 
of specific new statutes,” he said, “but 
basically, increased regulation of insur- 
ance arises out of the very growth of 
the business itself, in size, in intricacy, 
and in public importance.” 


Disapproves Limitation 


Commissioner Forbes scorned the idea 
that any limit should be placed on the 
growth of insurance companies, saying 
that “so long as the resources of life 
insurance companies are handled with 
true trusteeship, are utilized for the pro- 
tection of the policyholders and for the 
development of a free and non-monopo- 
listic economy, there is room for life 
insurance companies to grow. 

“The theory that the existence of 
large enterprises in a field necessarily 
prevents small enterprises from arising 
and growing, meets one of its strongest 
rebuttals in the recent history of the 
life insurance business itself,” Mr. 
Forbes said. “In the last decade or so, 
certain life insurance companies have 
climbed from 40th, or 50th, or 60th posi- 
tion in point of size, to the ranks of the 
20 largest companies. In the past 20 
years insurers have started ‘from 
scratch’ and reached annual premium 
incomes of many millions of dollars. 
Yours is a growing, changing business; 
stimulating the energy, resourcefulness 
and justified ambition of able men. It is 
in the public interest that it should re- 
main so. 


Increasing Scrutiny 


“As the result of your success, and 
your steadily increasing importance in 
the American scheme of things, your op- 
erations attract ever-increasing scrutiny. 
_ “And increasingly you are looked to 
for assistance in general economic prob- 
lems of the nation and the world. When 
they consider housing problems of our 
large cities, or our small towns, govern- 
mental leaders inquire what the life in- 
surance companies are doing or can do. 
If it appears that big businesses find 
money increasingly cheap and easier to 
secure, and small businesses find money 
difficult or impossible to obtain, the pub- 
lic looks to the life insurance companies 
for some answer. 

“If the nation becomes apprehensive 
about growing inflation, or, on the other 
hand, imminent depression, the question 
immediately arises what effect will it 
have on life insurance, and what can 
life insurance companies do to mitigate 
the peril. If statistics show that while 
the wealth of the country is increasing, 

(CONTINUED ON PAGE 24) 
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“Calculated Risk” in Anti-Trust Field Not 


for Life Companies, Says Hogg in Report 





The life insurance business, being 
clothed with a public interest, can afford 
less than any other 
business to jeopar- 
dize its public good 
will by engaging 
in any practice or 
any conduct which 
may in any way 
raise the possibility 
of indictment or 
charge of the vio- 
lation of the anti- 
trust or kindred 
statues, said Rob- 
ert L. Hogg, ex- 
ecutive vice - presi- 
dent and_ general 
counsel of Ameri- 
can Life Convention, in his report at 
the A.L.C. general session Wednesday. 
The A.L.€. staff, he said, is thoroughly 
in accord with this objective and will 
cooperate to the fullest extent to reas- 
sure any of its member companies as 
to any of the A.L.C. operations, he said. 

“In some businesses, there is what 
is known as a calculated business risk,” 
he said. “A calculated business risk, 
however, in the life insurance business 
carries with it a great deal more 
jeopardy than in probably any other 
business. Life insurance companies, as 
trustees for their policyholders, have a 
greater responsibility to give regard to 
full and complete compliance with all 
laws than possibly any other business. 
It is not sufficient to operate so as to 
successfully defend an indictment. Op- 
erations, if possible, must be such as 
even to preclude indictment.” 

There is no need, said Mr. Hogg, 
for the operations of any trade organi- 
zation in the life insurance field to ex- 
pose its member companies to the pos- 
sibility of an anti-trust violation. He 





Robert L. Hogg 


said the A.L.C. is thoroughly in sym- 
pathy with the desire of member com- 
panies to reappraise the activities of 
their trade organization field, lest some 
innocent action or situation create tech- 
nical exposure to an anti-trust violation. 
Mr. Hogg said if he were asked to 
name some of the ways in which the 
A.L.C.’s business has changed he would 
say that the most important respect is 
not so much in what to do but rather 
“how we should do it.” He said this 
is true of many trade organizations and 
particularly of one whose members have 
only recently been catapulted into the 
possible realm of anti-trust law. 


Mentions New York Case 


“We have just passed through one 
situation in New York where embar- 
rassment was caused to some member 
companies from the references in a 
letter written by a trade organization 
in the mortgage lending field,” he said. 
“I understand it was not the contents 
of the letter, particularly, but rather 
how the letter was written, which made 
ammunition for the Department of Jus- 
tice in an anti-trust proceeding. All of 
us now operate in a new atmosphere to 
which we must adapt ourselves. The 
American Life Convention, in view of 
this new atmosphere, will continue its 
caution in all of its operations so as 
not to expose.any of its member com- 
panies to possible embarrassment or 
concern.” 

Mr. Hogg reported that membership 
of A.L.C. now comprises 225 com- 
panies, five companies having been ad- 
mitted to membership during the past 
year. Two memberships haye terminated 
through reinsurance. Two applications 
are presently pending. 

Assessments now run about $300,000 

(CONTINUED ON PAGE 24) 








now enjoy.” 





Cheering Section 


Lloyd A. Groth, Bethlehem member of the Penn 
Mutual’s Joseph H. Reese Agency :-— 


“Unless we practice what we preach in setting a finan- 
cial security goal for our families and ourselves it might 
prove a stumbling block in selling a sound, well-rounded 
program to others. The first goal of a successful under- 
writer should be to establish a sound, sincere, under- 
standing, tolerant and workable family partnership. I 
think I have such a partnership. 


“It is very true that I must carry the ball for every 
yard of gain, but many a game has been won or lost as 
a result of either a good or poor cheering section. 
salesman of any commodity can sell more than the mo- 
mentum of his enthusiasm and his needs will push him 
into. It is no secret as to why I had the fair production 
I have enjoyed for the past three years—I needed that 
much income to finance my pipe-dreams. 


“It is my hope to strive in the years to come for even 
more happiness and contentment than my family and I 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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"Bixby Sees High 








Sales but Warns 
of Tax Blight 


Welfare State Can Expect 
Paralyzing Effect, ALC 
President Declares 


Sales of life insurance will continue 
at a reasonably high level, W. E. Bixby, 
president of Kansas City Life, declared 
in his presidential address at the open- 


ing general session of the A.L.C. 

“IT take an op- 
timistic view about 
them,” he said, “be- 
cause I know that 
all of us are more 
conscious of our 
obligation to spread 
the benefits of life 
insurance toa 
larger and _ larger 
proportion of the 
people of this coun- 
try. 
‘*T he brilliance 
of this prospect is 
dulled by several 
problems — prob- 
lems that have been continuously shift- 
ing from the state to the federal level 
for our business and of course for the 
American Life Convention. Because of 
deficit financing, to which we are un- 
alterably opposed, we can expect cheap 
money to continue for some time. There- 
fore we must expect some inflation to 
continue with business slumps occurring 
now and then, low interest rates and in- 
vestment earnings and high costs of do- 
ing business.” 





W. E. Bixby 


Has Grown in Prominence 


The business has grown not only in 
stature but in prominence, he pointed 
out. The life insurance business is big 
because it has been accepted by the 
public as a democratic form of personal 
thrift, he said. The bigness has made the 
safe investment of funds a greater prob- 
lem but he said he had no qualms about 
the ultimate outcome. 

Unless it is retarded by a wise and 
interested public, continued encroach- 
ment of the welfare state can be ex- 
pected, he warned. It is easy for un- 
thinking people to want. It is easy to sell 
because, on the surface, it appears to 
satisfy a basic need and, apparently, to 
add to the security of the home. 


Basis of Welfare State’s Appeal 


The welfare state is hard to oppose, 
it appeals to those selfish instincts that 
make the majority of people unwilling 
to believe that it is the worker who will 
pay, that pension and welfare demands 
will snowball, that it will destroy indi- 
vidual initiative, that it will dry up the 
major sources of private capital for busi- 
ness expansion and new enterprises, that 
it will strangle production by eating up 
reserves through taxes, and that it will 
eradicate personal qualities of thrift, 
self-reliance and independence. 

In taxation, said Mr. Bixby, lies the 
greatest threat of the welfare state and 
also, its Achilles heel. Controlists, pure 
socialists, communists—none of them 
like to talk about taxes. They speak 
of something for nothing but never of 
costs. 

Mr. Bixby traced the history of the 
American Life Convention’s interest, 
since its founding in 1906, in problems 
of taxation. He said the nation’s most 
immediate and pressing problem is the 
total effect of all taxation on all the 
American people. It can destroy capital 
and it can destroy buying power. 
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Wetterlund Heads 
Economics Society 


Ray Wetterlund, 
general counsel 


during the time of 


of Health & Accident 
Conference. 


on the executive committee is 





office sales training school Sept. 26-30. 
The school was the second in the series 
of four. 

Floyd L. Maxham, Norwalk, Cal., a 
member of the M. D. Cramer Los An- 
geles agency, led all the school group in 
production of new business during the 
qualifying period. Second was William 
E. Mathis of Indianapolis, a member of 
the H. E. Storer agency. 


vice-president and 
of Washington Na- 
tional, was elected president of Insur- 
ance Economics Society at a meeting 
of the executive committee at the Edge- 
water Beach hotel, Chicago, Tuesday, 
the meeting of 
American Life Convention, He replaces 
C. O. Pauley, who is managing director 
Underwriters 
Replacing Mr. Wetterlund 
Orville 
Davis, secretary of Illinois Bankers Life. 


Bankers Has Training School 


Sixteen salesmen from 11 agencies of 
Bankers Life of lowa attended a home 


Analyzes Cost 
Burden in NSLI 


NEW YORK—The Tax Foundation, 
non-profit research organization, in its 
study, “Federal Benefits to Veterans,” 
states that to give veterans low cost 
insurance, the Veterans Administration 
today is administering nearly seven 
million policies with a total face value 
of $40 billion. 

“The low rates and substantial divi- 
dends are due to a subsidy that is cur- 
rently costing the taxpayer about $100 
million a year. Since 1942, the tax bill 
for veterans’ insurance has totaled $4 
billion.” 

Veterans’ benefits will occupy a 
prominent place in the national budget 
for generations, the foundation asserts. 
The 19 million living veterans, “who 
are taxpayers as well as deserving ex- 
servicemen, should inspect closely every 
benefit proposal and soberly relate it 
to the national economy and the tax 
burden on the nation as a whole.” 

Total cost of administering the over- 
all insurance program of VA increased 
from $4 million in 1942 to a peak of 
$50 million in 1947. It was $42 million 





he 


FRIENDLY 
COMPANY 
OF DISTINCTION 


writers in the Detroit area. 


HAROLD R. BRENNAN 


LEO R. BRENNAN 


High on the roster of successful Ohio National career 
families are the three Brennan brothers. During the past 
nine years General Agent A. S. Brennan has blazed new 
trails for The Ohio National in Michigan — at Saginaw, 
Pontiac, Flint, Bay City and Detroit. Harold and Leo 
Brennan are giving a good account of themselves as under- 





CINCINNATI, OHIO 















A. S. BRENNAN 
General Agent 


CAREER 
FAMILIES 











Early A. L. C. arrivals from 
and H. W. Brower. 


Occidental Life: V. H. Jenkins, H. J. Brace, D. L. 








ke, 











in 1948 but is expected to be $48 mil- 
lion in 1949, For 1950 the budget esti- 
mate is $40 million, but this excludes 
work involved in the $3 billion dividend. 

The foundation adds that U. S. Gov- 
ernment Life Insurance Trust Fund and 
National Service Life Insurance Trust 
Fund can never become self support- 
ing, under present law. Taxpayers will 
continue to pay costs of premiums 
waived for veterans who have been 
permanently and totally disabled, costs 
of benefits to beneficiaries of insured 
veterans whose future deaths will be 
traceable to causes resulting from extra- 
hazardous service, and administration. 
The Senate has approved a $500 million 
payment of interest, though the $3 bil- 
lion dividend is to be paid out of trust 
fund surplus. 





Republic Nat'l Withdraws 
Application in Six States 


DALLAS — Rumors and statements 
that Republic National Life of Dallas 
has been banned in Michigan, Indiana, 
Iowa, Minnesota, and Nebraska are 
vigorously denied by President Theo 
Beasley who says his company has 
never been licensed in those states and 
could not, therefore, be banned. Mr. 
Beasley said that when question of 
eligibility was questioned his company 
at once withdrew applications without 
prejudice. He says that in Texas and 
in Illinois the insurance supervisors 





have ruled that premium payment cer- 
tificates are not a statement liability, 
It is understood that the IIlinois de- 
partment was satisfied that the method 
by which Republic National Life js 
financing the purchase of Alliance Life 
of Chicago through a $2 million loan 
backed by premium income certificates 
comports with the Texas law. The bank 
loan is to be paid out of premium in- 
come to the extent of 10%. 

The big question is whether the en- 
tire amount of the loan should be set up 
as a liability of the company or whether 
only the amount payable from month 
to month or year to year should be con- 
sidered as a liability. The loan is re- 
payable at the rate of $33,333 a month 
or $400,000 a year and would thus pay 
out in five years. 

Republic National has withdrawn its 
application for Ohio license. 





Promotes Hoover Proposals 


A pamphlet briefly summarizing facts 
from findings of the Hoover commission 
on organization of the executive branch 
of the government has been prepared 
and distributed to all agents and em- 
ployes of Occidental Life by Dwight L. 
Clarke, its president. 

Mr. Clarke in an accompanying letter 
urges field representatives to stress the 
subject of need for greater efficiency in 
government in their contacts with the 
general public. The pamphlet in addi- 
tion to presenting some commission 
findings urges the public to support ac- 
tively the movements designed to pro- 
mote greater government efficiency. 





Hichmond, Virginia 
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Low ‘Rettien's on LF arm i Vosiens 
1945-47 Research Study Shows 


NEW YORK — The expected yield 
on farm mortgage loans made by life 
companies from 1945 to 1947 was 3.20% 
before any allowance for risk but after 
deduction of operating costs, according 
to a study by National Bureau of Eco- 
nomic Research. 

With an allowance of 25% for poten- 
tial loss, the expected yield after costs 
on this type of investment comes to 
295%, Professor Raymond J. Saulnier 
of Barnard College, Columbia Uni- 
versity, author of the study, reported. 

Net income after costs for the com- 


panies studied was 3.71% of average 
joan investment in 1945, 3.34% in 1946 
and 2.68% in 1947, without allowance 


for potential loss. This tendency for 
net returns to decline from 1945 to 1947 
was found to be more characteristic of 
the experience of companies with large 
portfolios than for those with small 
holdings. 

The research project was the first to 
study lending costs and returns for a 
representative group of companies ona 
comparable basis. It is part of the 
agricultural finance project of the bu- 
reau’s financial research program and 
will be followed by studies dealing with 
related problems in agriculture financ- 
ing. The projects are being prepared 
under grants from, among others, the 
life insurance investment research com- 
mittee acting for American Life Con- 
vention and the Life Insurance Assn. of 
America. 


Loan Income Was 4 to 4.75% 


In each of the years 1945, 1946 and 
1947, more than one-half of the sur- 
veyed companies reported gross in- 
comes between 4 and 4.75% of their 
loan investment. The gross income of 
each reporting company included inter- 
est income on farm mortgage loans and 
real estate sales contracts, prepayment 
premiums, and all other income except 
that earned on owned real estate. 

The gross income in relation to loan 
investment fell somewhat during this 
period. Among a sample of 18 com- 
panies, the average gross’ income, 
weighted by the size of the loan invest- 
ment, declined from 4.65% in 1945 to 
446% in 1946 and to 4.26% in 1947. 
Eleven reported a decline from 1945 to 
1946, while 14 showed a decline from 
1946 to 1947. 

The majority of companies with small 
portfolios reported that gross incomes 
were between 4 and 5% of loan invest- 
ments in 1946, while all but two of the 
companies with larger holdings were 
confined within the range of 4.00 to 
4.60%. 

“The outstanding characteristics of 
these distributions,” Dr. Saulnier pointed 
out, “are the wider range of operating 
results for companies having small port- 
folios, and the tendency for the income 
ratios of companies with small farm 
loan holdings to average higher than 
those for companies with large farm 
loan holdings.” 


Loan Costs Considered 


Total costs were considered in rela- 
tion to average loan investment. These 
include branch office expenses, originat- 
ing fees paid to correspondents, servic- 
ing fees and home office expenses. For 
companies with large portfolios, costs 
amounted to between .70 and 1.15% of 
average loan investment in 1945, be- 
tween .95 and 1.20% in 1946, and be- 
tween .95 and 1.65% in 1947. Companies 
with small portfolios reported both the 
highest and the lowest total costs rela- 
tive to re spective loan investments. 

This suggests a_ greater similarity 
among large portfolio companies than 
among those with small holdings in re- 
‘pect to organization, type of farming 
area served, and type and average size 
of loans made. 

The report noted it might be ex- 
pected that special conditions resulting 
inrelatively low or relatively high costs 
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on a few loans would considerably in- 
fluence the cost ratios of companies with 
small portfolios, whereas in companies 
with large portfolios the chances are 
greater that costs would average out to 
a ratio close to the average for the 
whole group. 

The upward movement of 


lending 








costs from 1945 to 1947 was mainly evi- 
dent in the reports of companies with 
very large portfolios. Increased branch 
office expenses and originating fees, at- 
tributable to the increased volume of 
new loans in 1946 and 1947, were 
largely responsible. 

The findings indicate a return on farm 
mortgage loans which is low relative 
to what might be expected from a type 
of investment which, in the past, has 
experienced much delinquency and loss. 

However, the low net income ratios 
from 1945 to 1947 were due in large 
part to the rapid f rate of loan re payment, 


vulnerable. 


below . 


devoted to their work . 
Creators of family security from coast to coast, they are 
good people to know better. 


a condition subject to change with farm 
economic conditions. In 1945 and 1946 
three-fourths of the companies indicated 
repayment at a rate that would have 
retired their entire portfolios in two to 
five years. 

The anlysis was based on _ reports 
from 43 companies for 1945, 45 for 1946, 
and 31 for 1947. The 43 companies rep- 
resented 20% of the number and 58% 
of the admitted assets of all legal re- 
serve life companies having farm mort- 
gage loan portfolios, as well as 61% of 
the farm mortgage holdings of all such 
companies. 


How true! Were it not for the persistent efforts of field 
underwriters, family after family would be financially 


We are proud of our field force and of the high standard 
of leadership maintained by our sixty General Agents listed 
. men of calibre . 


. men with prestige... 
. generous to their community. 
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ALBANY Edmund J. Moore, C.L.U. MEMPHIS Jeff Gros 
ATLANTA Charles G. Bethea, C.L.U. MINNEAPOLIS Roy A. Lathrop 
BALTIMORE Harry I. Warren Carl R. Litsheim 
BANGOR Arthur G. Eaton NEWARK John W. Wood, C.L.U. 
BOSTON George M. C. Goodwin NEW HAVEN Robert C. Mix 

Reginald D. Wells NEW YORK Louis A. Cerf, Jr. 
BRADFORD William D. Mackowski Timothy W. Foley 
BROOKLYN Harold Cole The Julius Selling Agency 
BUFFALO John Pennington Gerald H. Young, C.L.U. 
BURLINGTON Harold C. Avery OMAHA Arthur Jennings Hanson 
CHICAGO Associated Agencies, Inc. PHILADELPHIA McKenzie & Obendorfer 

Raymond W. Frank PITTSBURGH G. Harold Moore, C. L.U 

Nothhelfer & Leck PORTLAND, MAINE William Daley — 
CINCINNATI Lee B. Scheuer PORTLAND, OREGON Donald P. Vernier 
CLEVELAND W. Allen Beam, C.L.U. PROVIDENCE Edmund F Carey 
COLUMBUS H. D. Taylor RICHMOND Benjamin Cottrell 
DALLAS Stanley E. Martin ROCHESTER W Russell Forth, C.L.U. 
DAVENPORT Walter S. Hayes SAN ANTONIO Barney T. Matteson, C.L.U 
DAYTON Maxwell F. Ettlinger SAN FRANCISCO Harold Stribling 
DETROIT Harry J. Altick, C.L.U. SEATTLE Charles F Reimers, Jr. 
GREENSBORO William B. McGlamery SPRINGFIELD, ILL. H. Drew Lapp _ 
HARRISBURG Paul C. Snyder SPRINGFIELD, MASS. Frederick W. Joslin 
HARTFORD Louis D. Benson ST. LOUIS William H. Van Sickler 
HOUSTON Charles F. Hanson, C.L.U. ST. PAUL O. G. Holmer 
INDIANAPOLIS Ross M. Halgren, C.L.U. STAMFORD Donald T. Bowlend 
KANSAS CITY Gerald J. Wright SYRACUSE Elmer L. Beesley 
KNOXVILLE T. F. Hazen TAMPA John M. Hammer | 
LOS ANGELES Harold W Dougher, C.L.U TOLEDO O. M. McGee, C.L.U. 
LOUISVILLE Hertzman & Hertzman WASHINGTON Chester R. Jones, C.L.U 
MANCHESTER Frederick E. Johnston WORCESTER Benjamin W. Ayres 
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VA Disowns 
Comparison Story 


WASHINGTON — There has been 
plenty of “kickback” on a recent press 
association story allegedly comparing 
the cost of National Service Life with 
commercial life insurance. Veterans ad- 
ministration has received many inquiries 
and protests from insurance companies, 
life underwriters’ associations and oth- 
ers concerning these comparisons. In- 
cidentally, the story contained serious 
errors, it is understood. VA Insurance 
Director Breining has answered a num- 
ber of the inquiries and protests sub- 
stantially along the following line: 

“Recently, certain newspaper articles 
describing the NSLI dividend formula 
also compared premium costs of gov- 
ernment and commercial life insurance 
policies. These comparisons were not 
released by the veterans administration, 
nor were we consulted as to their con- 
tent. It is VA policy not to make such 
comparisons, because we do not consider 
vurselves in a competitive field. Gov- 
ernment life insurance serves a specific 
purpose and occupies a special position 
in the field of insurance.” 

VA says NSL cannot be compared 
with commercial life, for one reason, be- 


cause the government pays administra- 
tive costs of the former and pays for 
extra risk due to military service. 

Meanwhile, VA has received 12 mil- 
lion applications for NSL dividends, 11 
million of which, it says, have been 
processed at least partially. A potential 
16 million applicants exist, VA said. 





Life & Casualty Honors 
Atlanta Staff's $20,000,000 


ATLANTA—W. V. Walker, George 
R. Williams and Guilford Dudley, Jr., 
all of Nashville, vice-presidents of Life 
& Casualty, joined with 180 other com- 
pany representatives and their guests 
here recently to honor the Atlanta 
agency manager, C. C. Birkhead, and 
his staff for attaining $20 million of 
life insurance in force. 

“The Atlanta office now ranks fifth 
in the company in insurance in force,” 
Mr. Williams said at a banquet for the 
staff. Georgia district managers who 
attended included J. C. Savarino, Al- 
bany; J. T. Weir, Athens; L. H. Gore, 
Augusta; L. H. Sutton, Columbus; J. O. 


Middleton, LaGrange; T. A. Bone, 
Macon; R. J. Yates, Rome; W. M. 
Beasley, Savannah, and J. G. Law- 


horne, Waycross. 








W., 











like the philosophy of the sales man- 
ager who pointed out that success in selling is 
largely a matter of concentrating on the job 
at hand each day. Our long range objective 
may be to pay for half a million of new life 
insurance, but the most important thing at any 
given moment is that we are planning on 
$5,000 today. They tell of the clock that, when 
it recalled it had to tick over 31 million times 
a year, got discouraged and stopped ticking. 
Less pessimistic clocks reflected that they had 
to tick only once a second, and continued mer- 
rily on. The secret seems to be simply getting 


each day’s work done that way. 





NORTH AMERICAN 


Life and Casualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
H. P. SKOGLUND, President 








To Tackle N. Y. 
Disability Rules 


The proposed rules and regulations 
under New York’s disability benefits 
law, which will be the subject of a hear- 
ing Oct. 20, at Albany, pertain to ques- 
tions that must be answered before 
July 1, 1950, when the law will become 
fully effective, according to Mary Don- 
lon, chairman New York Workmen’s 
Compensation Board. Existing disa- 
bility benefits plans and the temporary 
contribution beginning Jan. 1 and end- 
ing June 30, 1950, will be covered. 

Regulations on other provisions of 
the law will be prepared and submitted 
for discussion at a public hearing late 
winter or early spring. 


Agenda for Oct. 20 Hearing 


Oct. 20 hearing will cover definitions 
of employer, employe, employment, and 
covered employer; remuneration that 
constitutes wages; plans the employer 
is obligated to continue beyond July 1, 
1950; plans employer is not obligated to 
continue; right of employe in certain 
cases to choose between benefits under 
plans and benefits under the law; new 
plans and the employe’s right to accept 
them; what are “benefits at least as 
favorable” under the law; obligations of 
employers to employes not covered 
under a plan; procedure for filing plans; 
notices and reports of plan modifica- 
tions required under the law; status of 
“accepted” plans. 

The disability benefits advisory com- 
mittee, which drafted the regulations, 
includes R. A. Hohaus, chief actuary, 
Metropolitan Life; and Henry D. Sayer, 
general manager Compensation Insur- 
ance Rating Board. 


Dr. Trump C.L.U. Speaker 


At the first fall meeting of the St. 
Louis C.L.U. chapter Oct. 13, Dr. Ross 
M. Trump, professor of marketing at 





Washington University, will speak on 
“An Analysis of Today’s Market.” 
Dr. Trump has been assistant dean 
in the American College of Life Under. 
writers in, Philadelphia the past two 
years and had an important part jy 
the development of its new curriculum 
He will have charge of part A of the 
C.L.U. course, to be given this year at 
Washington University. zi 





Sell $1,750,000 Bond Issue 
To 6 Insurance Companies 


Ohio Associated Telephone Co, has 
placed an issue of $1,750,000 of firs: 
mortgage bonds, 314% series due 1979, 
with Equitable Society, Connecticy: 
Mutual, New York Life, National Life 
State Farm, and Aid Association for 
Lutherans. Proceeds of the sale will 
be applied to reduction of bank loans 
incurred for construction. : 





Spokane Partners 








R. K. Powers 


A. C. Rogers 


Show above are Arthur C. Rogers 
and Robert K. Powers, whose appoint- 
ments as general agents of Massachu- 
setts Mutual Life at Spokane were re- 
ported in last week’s issue. Mr. Rogers 
and Mr. Powers were formerly business 
associates with Lincoln National Life. 








A 








Ch MeMelln 
Cc sscant 


Regardless of the monetary situation, insur- 
ance men ought never to forget that no 
matter what the value of money and physi- 
cal assets may be, man's activity has and 
always will be the invisible capital of the 
world. It is worth more than all the money 
and all the other standards of value that 
have ever been created. 


Clifford L. 
347 Madison Avenue i 
New York 17, New York 


No. 38 of a series — No. 37 appeared last week 


McMillen 
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All Ohio National 
Mutualization 
Suits Terminated 


The litigation between Ohio National 
Life and two small stockholders, who 
since 1941 have opposed the company’s 
mutualization plan, has been terminated. 
The concluding chapter in this lengthy 
legal battle is an appellate court final 
iudgment finding error in a lower court’s 
appraisal of the stock value and dismiss- 
ing the case. The supreme court of Ohio 
had previously held the plan valid. 

Two other suits against the company 
have been dismissed. Both of these were 
injunction actions brought by five other 
shareholders—one case in the court of 
common pleas of Hamilton county, O., 
and the other in federal court. 

The company has acquired the stock 
owned by the stockholders who were 
parties to the various suits at a price 
less than the $40 per share call price pro- 
vided under the mutualization plan. 

Ohio National will continue to call its 
stock from time to time in the future in 
accordance with the plan until all shares 
have been retired, after which it will 
operate on a mutual basis, all profits 
thereafter belonging to the policyhold- 
ers. The company has written insurance 
policies of the participating type only 
since the mutualization plan was adopted 
by the shareholders in 1941. 





Phoenix Mutual Extends 
Juvenile and Family Plans 


Phoenix Mutual Life has announced 
an extension of its juvenile and family 
income plans, as well as a new eco- 
nomic protective life plan for business 
purposes and a special pension trust 
retirement income series. 

Six juvenile contracts formerly avail- 
able down to age 5 are now made avail- 
able from age 2 weeks: Annual life, 
20-pay life, endowment at 18, and re- 
tirement income at 55, 60, and 65. Ad- 
ditional contracts are issued at age 5 as 
heretofore. These include: 30-pay life, 
20-year endowment, endowment at 60, 
endowment at 65, and retirement income 
annuity at 55. 

For all policies issued at rated age 
2 weeks to 6 months, the death benefit 
during the first year is 25% of the 
jae amount. At the end of the first 
year, it automatically increases to the 
iull face amount. Because of statutory 
restrictions, all policies issued in New 
York state provide for death benefit 
limited to return of premiums until the 
insured’s age 5 when the face amount 
becomes effective. 

Phoenix Mutual juvenile contracts are 
available with a payor benefit providing 
for waiver of premiums until the in- 
sured’s age 25 in the event of the death 
of the purchaser or during his total 
disability. All the usual provisions of 
the adult contracts are included in thg 
juvenile policies. 

Designed for the family man with 
older children, and for protection of 
shorter term mortgages, two new 15- 
year family income riders have been in- 
troducd. The regular 15-year rider pro- 


vides $10 monthly income and $1,000 
inal payment for each $1,000 of basic 
policy, while the 15-year double rider 
pays $20 a month income and $1,000 








Otto V. Elder, American Service Bureau; 
Irving Brunstrom, American Life Conven- 
ton; and Warner Haldeman, Penn Mutual, 
at A. L. C. gathering. 


YUM 


final payment for each $1,000 of basic 
policy. 

In both new family income plans a 
conversion privilege is available for the 
first six months, while the premium 
paying period is 13 years. 

The economic protective policy de- 
signed for business insurance purposes 
is similar to low-cost ordinary and is 
available in the minimum amount of 
$10,000 and on an annual premium 
basis only. Premiums during each of 
the first two years are 80% of those 
in subsequent years. 

Phoenix Mutual has introduced a spe- 
cial retirement income series geared to 
fulfill requirements of most employe 


retirement plans. Regular retirement 
income at 65 and retirement income an- 
nuity at 65 policies have been modified 
by reducing the income certain period 
from 125 to 60 months. On the retire- 
ment income policy, the face amount 
of insurance is reduced from $1,250 to 
$600 on each $10 income unit. 





Rob Metropolitan Cashier 


William Delladio, supervisor and 
cashier of the Garfield Park branch of 
Metropolitan in Chicago was held up 
by four men and robbed of $6,852 and 
$5,403 in checks in a daylight robbery 


near the branch at 5944 West Madison 
street. He had just started to walk to 
a nearby bank when the robbers drove 
up in a car. The bandits refused his 
request that they give back the checks, 
which were not negotiable. 


Hershey Talk Oct. 18 


The meeting of the insurance mem- 
bership group of Union League Club 
of Chicago that was scheduled for Oct. 
11 has been postponed to Oct. 18. The 
speaker will be Insurance Director 
Hershey of Illinois, whose subject is 
“Observations on State Supervision of 
Insurance.” 




















business yearly? 


greater amount? 


rewarded? 





ARE YOU A “MEDIUM-SIZE” GENERAL AGENT? 


DO YOU — — — 
Consistently write upwards of $200 thousand of high grade personal 


Have one or more associates who can be counted on for an equal or 


Prefer to confine your work to |, 2 or 3 counties? 
Live in a medium-size city or prosperous rural area? 


Aspire to earn $5 to $10 thousand annually and still have time for your 
family, your friends and your hobbies? 


| WOULD YOU — — — 


Like to be associated with a company to the growth of which you can 
make a significant contribution — with your efforts fully appreciated and 


If so, then consider this medium-size’ Company with $200 millions in 
force and more than $60 millions in assets .. . . Complete line of policy 
contracts including Preferred Risk, Mortage Redemption, Eight Juvenile 
Plans, Monthly Income Disability, $5,000 Non-Medical.. . . . Modern and | 
liberal General Agents' and Agents’ compensation with vested renewals | 
and pension .... Alert, field-minded management . . . . Service to field 
force and policyowners second to none. 


If you think you would enjoy being part of such an organization, tell us, 
in confidence, about yourself, your past record, your family situation, 
your plans and ambitions for the future. Then we will tell you more about 
the advantages of being connected with a company which is striving to 
be the best company of its size in the country. 


If you reside in any of these states it will pay you to write us today: lowa, 
Illinois, Indiana, Michigan, Ohio, Pennsylvania, New Jersey, North 
Carolina, West Virginia, Kentucky and California. 


Address Mr. J. A. Hawkins, Vice President and Manager of Agencies. 


the 
MIDLAND MUTUAL LIFE 


INSURANCE COMPANY 


250 EAST BROAD STREET » COLUMBUS 16, OHIO 
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"There's LIFE iz the BERKSHIRE!” 


“And I'll tell you why — 

The Berkshire is way out in front in the field of Juvenile 
Insurance coverages issued on the lives of children from 
ONE DAY to 14 Years of Age — 

ULTIMATE AT AGE 1 and RETURN PREMIUM Plans —with 
Payor Benefit provisions available. 

You can enjoy added commissions and increased earnings 
during 1949 selling Berkshire Juvenile Insurance—one of 


the most appealing and popular forms of coverage that 
has ever been made available to the insurance buying 


public. It’s good business for you.” 


LIFE INSURANCE COMPANY 


HARRISON L. AMBER, President 
PITTSFIELD, MASS. 


INCORPORATED 1851 


If you are a full time Agent 
of any company we solicit 
your surplus business only. 









- 












THE COUNTRY’S MOST FRIENDLY COMPANY 
| OFFERS.... 


@ Modern and attractive agent's and general agent's contracts to those looking 
| for a permanent connection. f 

© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 
© Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual Family Hospitalization contracts with surgical, medical and nurse 
| benefits. 

@ Complete substandard facilities. 
| @ Educational program for field man. 
| 
| 
| 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


| Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, Missouri, 
Nebraska, New Jersey, North Dakota, Ohio, Wisconsin and Territory of Hawaii 


| NORTH AMERICAN LIFE INSURANCE COMPANY 


of Chicago 
C. G. ASHBROOK, VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 














N.F.C. Press Sec- 
tion officers, left to 
right, Mrs. Mary 
Kaudy, Women’s 
Catholic Order of 
Foresters, vice-presi- 
dent; Michael Ro- 
man, Greek Catholic 
Union, president; 
Bessie Kubanis, 
Royal League, past 
president. Standing 
are two executive 
committeemen, Rich- 
ard Jeanes, Royal 
Neighbors. and Rex 
James, Praetorians. 


Pacific Actuaries 
Plan Discussions 


The discussion pattern has been set 
for the meeting of Actuarial Club of the 
Pacific States at Montecito, Cal., Oct. 
27-28. The first discussion will be on 
personnel, including the selection, train- 
ing, compensation and advancement of 
actuarial and L.O.M.A. students and the 
effect of merit rating systems on em- 
ploye morale and efficiency. The expe- 
rience companies have had with periodic 
meetings of department heads, to dis- 
cuss personnel and coordination, will be 
treated. Those scheduled to participate 
are Russell Burton, Ralph Nelson, 
Oscar Swenson, W. L. Reynolds and 
Herbert Sutton. 

The second item of discussion is ex- 
penses, including what report forms and 
control devices are used in analyzing 
and controlling expenses of operation, 


and the relation of the average size 
policy and expense. Participants will be 
Alwin Lewis, Eugene Neuschwander, 


Meno T. Lake, and R. B. Richardson. 

Another item will be use of punch 
card equipment. It is expected to de- 
cide how extensively a small company 
can afford to use such equipment: and 
whether there have been any outstanding 
results from the extension of such equip- 
ment to new operations. The question 
of whether there are any special per- 
sonnel problems which have resulted 
will be explored. Scheduled to testify 
are R. H. Niles, Harry Sarason, Arthur 
Havens, B. N. Coates, Jr., Stuart Rob- 
ertson. 

Another discussion will be concerned 
with preferred risk policies to discover 
whether such policies have a place in 
the rate book and whether the business 
is worth while. The actuaries will treat 
the different underwriting procedures 
and discuss special rates. The limita- 
tions on issuance posed by the cost of 
reinsurance will be discussed. Named to 
participate are Earl MacRae, Carl Her- 


furth, Floyd Young and Arthur Fer- 
guson. 
Individual and family hospital and 


surgical, Blue Cross and special cover- 
age policy trends in experience, includ- 
ing the problems of polio cover, will be 
discussed by another group, consisting 
of A. L. Buckman, B. J. Helphanud, 
F. G. Shepard, and Charles Powell. 
Current problems in California UCD 
coverage will be discussed and the nice- 
ties of handling claims in order to make 
legitimate payments promptly and yet 
to avoid over-payments will be treated 
by A. C. Olshen, Marcus Gunn, H. R. 
McCorkle and Wendell Milliman. 
Ronald J. Martin, Alan M. Thaler, 
Ralph Walker and Robert Little -will 
concern their discussion with group in- 
surance. They will go over the methods 
of developing expense factors, the mar- 
gins for profit and contingencies, expe- 





poses — 
—— 


rience rating methods and what settle- 
ment options are being allowed under 
group life. The meeting will close with 
company reports. 


Cole Tells How to Avert 
“Death of a Salesman” 


Austin, Tex., Life Mangers Club 
heard Stanley Cole, agency director of 
American Hospital & Lite, speak on 
“The Death of a Salesman.” He referred 
to the oft repeated statement that “dead 
men tell no tales” and added that “dead 
men make no sales.” It is often said 
that salesmen are born. He asserted 
that to succeed the salesman must be 
reborn. This rebirth occurs when the 
salesman becomes convinced that the 
service or merchandise he offers is the 
best possible buy for the individual. 

It is when he fails to see the picture 
of the service he renders that the sales- 
man dies, Mr. Cole believes. That is 
what causes the salesman to place the 
commission above the service rendered. 
To put making a sale above the thought 
of service to the buyer is a definite step 
in the death of the salesman. 

As a preventitive measure to avoid 
the death which may come to the sales- 
man, he would ask that the salesman 
sit down and analyze each case where 
he fails, that service to meet a need 
of the prospect be presented, and that 
the presentation be simple and _ clear. 
He said the effective presentations are 
the ones that are convincing and give 
the prospect an understanding of the 
service available in life insurance. 





Here’s A Real Opportunity 
For Four 
‘Agency Training Men 


One of the fastest growing life and 
health and accident insurance com- 
panies in the country is organizing 
an agency training department and 
wants four men who know personal 
insurance selling, who are successful 
in training and working with agents, 
who are young enough to have lots 
of fire, yet who are old enough to 
be well seasoned. 


These men will concentrate their 
activities, one each in the north-east, 
south-east, north-west and south- 
west sections of the country. 


Write today —tell us all about 
yourself. 


T. D. ENLERS, President 


World Insurance Company 


Omaha, Nebraska 
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600 to Attend 
Prudential’s N. Y. 
Agency Meeting 


More than 600 managers, assistant 
managers, special agents and brokers 
from the U. S., Canada and Hawaii, will 
participate in | Prudential’s three-day 
ordinary agencies’ business conference 
which opens in New York Oct. 10. 

The conference schedule includes a 
dinner at Hotel Statler Monday and 
discussion of late developments in iti- 
surance and new training and_ sales 
techniques Tuesday and Wednesday. 

Carrol M. Shanks, president; Harold 
M. Stewart, executive vice-president; 
Sayre MacLeod, vice-president ordinary 
agencies; Harry J. Volk, vice-president 
western home office; James E. Ruther- 
ford, vice-president district agencies, 
and Edmund B. Whittaker, vice-presi- 
dent group, will speak. W. Jackson 
Letts, second vice-president, will pre+ 
side. 

One session will deal with Pru- 
dential’s field training and sales promo- 
tional activities. Speakers will be 
Howard A. Austin, Jr., director of field | 
training; Kenneth L. Brooks, assistant | 
director sales promotion; John A. Mc- 


Celvey, manager. Fort Worth, and 
Robert F. Sevra, special agent Kansas 
City. 





A feature will be a field hour devoted 
exclusively to field interests, sales tech- | 


_ niques, sales aids and training, discussed | 


by nine special agents from widely | 
separated sections. Frank B. Falkstein, | 
manager San Antonio, will be modera-| 
tor. The Prudential C.L.U. will hold a 
luncheon. 


N.A.LC. Group Gets in | 
Licks on New Life Blank | 


The life insurance subcommittee of 
the blanks committee of National Assn. 
of Insurance Commissioners has been | 
meeting at Chicago this week and the | 
members in their off hours have been | 
fraternizing at the A.L.C. meeting. The | 
entire time was devoted to the proposed | 
new life insurance blank and the aim | 
is to have this ready for submission | 
to company interests later this fall. | 
There is no intention of getting the form | 
in shape for official N.A.I.C. action at | 
Galveston in December. 

Superintendent Robinson of Ohio was | 
on hand as chairman of the blanks com- | 
mittee. Bittel of New Jersey is chair- | 
man of the subcommittee. Other mem- | 
bers present included Spangler, Ne-| 
braska; Sherin, Iowa; Powell, Illinois; | 
Berger, Minnesota; Main, Tennessee: | 
Fenker, Mississippi, and Sackman and 
Dubuar of New York. 


| 
—— | 
SBLI Launches Campaign | 
Savings Bank Life Insurance Council | 
of New York is launching an aggressive | 
Promotional campaign and_ has em- | 
ployed Greshoff Adevertising Agency. | 
Account executive is Edward Beckman, | 
who was formerly life insurance editor | 
of the “Weekly Underwriter” and was | 
also with J. Walter Thompson Co. han- | 
dling Institute of Life Insurance mat- 
ers, 





InN ew Texas Post | 





_ George A. Martin 
8 now on the job 
with Combined 
American of Dallas 
as field agency direc- 
tor in charge of life 
department opera- 
tions in south Texas 
With headquarters at 
san Antonio. 








VIIM 


Insurer Wins 
DuPont Air Case 


Second U. S. circuit court of ap- 
peals thas affirmed a decision in favor 
of the insurer in the case of Wilming- 
ton Trust vs. Mutual Life which af- 
firms the principle of the Conway vs. 
Life of Virginia decision. The court 
held that the failure of a policy to con- 
tain occupational restrictions, as well as 
aviation eXclusion rider, did not make 
Mutual Life liable when the insured 
was killed while testing a glider when 
he was the civilian head of the army’s 


wartime glider training. The dead man 


-was a member of the DuPont family. 


The plaintiff contended that death re- 
sulting from an occupational flight was 
included in the coverage of the policy 
but the court said it left him free to 
engage in any occupation but aviation 
including military aviation even if there 
was no military service exclusion dam- 


ge. 
The Delaware incontestability clause 
was also brought into the question 
when the plaintiff argued that after the 
expiration of the statutory period the 
insurer assumed all risks except those 
in the statute. The court concluded, 


however, that the statute merely pre- 
vented the insurer from contesting the 
validity of the contract after the ex- 
piration of the statutory period, The 
court noted that the Delaware statute 
was similar to the New York law and 
that the New York court had earlier 
decided a similar case the same way. 


Shoemaker Is Slated 


Philadelphia Assn. of Life Underwrit- 
ers will hear a talk by George P. Shoe- 
maker, general agent of Provident Mu- 
tual at New York, at the opening lunch- 
eon meeting Oct. 19. 
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Stepping Along! 


And why not? He consistently re- 
ceives generous Bonuses for produc- 


tion and persistency plus liberal com- 


missions from— 





RALPH R. LOUNSBURY, President 


W. J. SIEGER, V. P. & Supt. of Agencies 


NATIONAL LIFE 


Insurance Company, Montclair, N. J. 


HOSPITAL 
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ationalization in 
Britain Changes 
Whole Way of Life 


British nationalization of health and 
accident insurance along with socializa- 
tion of medicine is havng far more ser- 
ious effects than loss of business by a 
few insurance offices, according to G. H. 
Knight, Federal Life & Casualty, Cleve- 
land, past president of International 
Assn. of A. & H. Underwriters. 

The labor government’s  self-desig- 
nated national insurance scheme which 
went into effect in 1948 already has 
changed completely the average Bri- 
ton’s way of thinking and his way of 
life, Mr. Knight, who spent. three 
months in the British Isles and on 
the continent this summer, told Cleve- 
land A. & H. Assn. 

“Among other things, the scheme has 
put virtually everyone in England and 
Scotland into the black market and it 
has resulted in development of an army 
of governmental enforcement ‘snoopers’ 
that put Britain almost into the cate- 


gory of a police state,” Mr. Knight 
declared. 
“Extent of the black market can be 


TOO BIG 


TOO 














That’s not a contradiction. American United IS 
big. It is about 64th in a list of over 500 insurance 
companies and it has over 400 million dollars of 
insurance in force. American United does business 
in 21 States. Assets top 80 million dollars. That’s 


BIG, and so American 


vantages that go with size. But American United 
is small enough to know its agents personally, 
small enough to be close to its policyholders’ 
problems, small enough to be thoroughly human. 
There is, we think, an advantage in just this size. 


Big enough to be big and small enough so folks 


can talk to us and know us. 


understood: by looking at» the’ jam of 
automobile traffic on British highways, 
although by law only 40 miles of driv- 
ing are allowed each individual for a 
month,” the underwriter said. ‘Gaso- 
line coupons sell for the equivalent of 
$1 on the black market, and gas for 50 
cents an imperial quart. 

“*Snoopers’ attempting to enforce ra- 
tioning were so numerous at New 
Quay, a resort in Cornwall, that I lost 
8 pounds in one week by having to eat 
only the hotel allowance of food—fish 
and chicken wings and legs. The help 
got the rest of the chiken. 

“Nationalization has spread to the 
point where the government now is 
going into the manufacture of hearing 
aids, as it has with wigs, false teeth 
and eyeglasses. 

“Although the socializing of health 
and accident insurance, which now al- 
lows all Britons $6 a week for a maxi- 
mum of 304 days a year, caused not 
too much general concern business-wise 
because health and accident policies 
never have been pushed in Britain, a 
new proposal of the government now 
is causing alarm among underwriters. 


Industrial Life Bill Up 


“That is the government’s announced 
intention of presenting a bill in com- 
mons soon to confiscate all the companies 
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From Acacia Mutual: D. F. Roberts and 
Edward J. Schmuck. 


now selling industrial life insurance. If 
this bill passes it will be aother step 
toward the complete regimentation of 
the British. citizen.” 

The British, while accepting “bene- 
fits” of the national insurance scheme, 
regard it with mild amusement, and 
some of the incidents that have oc- 
curred in connection with the scheme 
have been both amusing and incredible, 
according to Mr. Knight. 

One dentist in Scotland legitimately 
made $100,000 in 10 months. Another 
dentist, in Cardiff, Wales, is being pros- 
ecuted for making $48,000 in less than 
two months, it being alleged he falsified 
forms for his services, charging for 
dentures and delivering perhaps only a 
tooth cleaning job. 

Prescription forms for the more ex- 
pensive remedies are being exchanged 
for merchandise at some of the British 
drug stores which handle general mer- 
chandise as do American drug firms. 
Thus it is possible to acquire a radio 
if you can get enough prescriptions for 
the relief of an ailment, real or im- 
agined. 

Through all of this, taxes have in- 
creased, to a minimum of one third of 
total cost to 100% on all merchandise 
except food, Mr. Knight pointed out. 
And although the actual results are not 
known, the labor government has ad- 
mitted that it has lost since the 
scheme’s inception $600 millon more 
than it had budgeted. 








Mutual Benefit Names 
Ramsey to Memphis Office 


Lloyd Ramsey of Memphis has been 
appointed general agent at Memphis for 
Mutual Benefit 
Life, replacing 
Stephen F. J. 
Traube, who re- 
signed in April. 
David C. Gaut has 
been serving as 
temporary mana- 
ger. 

Mr. Ramsey 
joins Mutual Bene- 
fit after nine years 
selling life insur- 
ance, most recently 
with State Mutual. 
He has been State 
Mutual’s leading 
agent, and the last four years has quali- 
fied for the Million Dollar Round Table. 

Born in Paris, Tenn., Mr. Ramsey 
has made his home and centered his 
business activities at Memphis since 
1932. He was a high school teacher in 
southern Georgia after attending Van- 
derbilt University. From 1936 until he 
entered life insurance, he was with an 
appliance sales and service firm becom- 
ing sales manager in 1938. 

He is a past director and currently 
first vice-president of Memphis Life 
Underwriters Assn. Last year he was 
chairman of the Memphis Quarter Mil- 
lion Club and, as the city’s leading life 
underwriter, he was honorary president 
in 1945-46 and 1948. He is a past direc- 
tor and officer of the Vanderbilt Alumni. 





Lloyd Ramsey 


Buys Richfield Debentures 


Richfield Oil Corp. has sold to New 
York Life $25 million of 2.85% sink- 
ing fund debentures maturing Oct.. 1, 
1974. Purchase price was 100% plus 
accrued interest. 


Doctors to Address 
Medical Directors 


Voluntary health insurance, cancer 
arterial hypertension and medical fo}. 
low-up studies of veterans are among 
the speakers’ subjects on the program 
of the 58th annual meeting of Assn, of 
Life Insurance Medical Directors at 
the Hotel Statler, New York City, Oct. 
13-14. 

Leaders in those fields who will ad- 
dress the association are Dr. William 
S. Middleton, dean of the University of 
Wisconsin medical school; Dr. Alen 
DeForest Smith of the Columbia Uni. 
versity college of physicians and syr- 
geons; Dr. Paul R. Hawley, chief ex- 
ecutive officer of the Blue Cross and 
Blue Shield commissions, and Dr, Cor- 
nelius P. Rhoads, director of Memorial 
Hospital for the Treatment of Cancer 
and Allied Diseases. 

Also on the list of speakers are Dr. 


.Walsh McDermott of the Cornell Uni- 


versity medical college; Dr. Robert E, 
Gross, Harvard medical school; Dr, 
O. H. Perry Pepper, University oj 
Pennsylvania medical school, and Dr, 
Cecil C. Birchard, chief medical officer 
of Sun Life of Canada. 





FOUR ANSWERS 
sdb 


A QUALITY COMPANY...MUTUAL...top 
rating...over half century of service... 
almost three hundred millions in’ torce 
. over eight millions in surplus...a very 
low net cost...full level premium reserve, 
modern. streamlined contracts, zero. to 
age 65... issuance of sub standard plans 


...modern direct collection of premiums 


A QUALITY COMPENSATION PLAN... 
extremely generous, yet strongly vested 
career life underwriter contract... auto- 
matic financing... liberal qeneral agency 
contract...generous for personal produc- 
tion...strongly vested...excellent tor 
securing and satisfying the career lite 
underwriter...unique, ditferent...pays for 
the quality underwriter...a liberal pension 


plan for both. 


A QUALITY TRAINING PLAN... home 
office schools tor career men...contin- 
uous group training development of the 
general agent...using the best in selec- 


tion and training techniques. 


A QUALITY TERRITORY...friendly mid- 
western home ottice...ideal size ot 
company... quality territory available for 


expansion. 
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of Ups and Downs 


of Reinsurance Business 


Reinsurance of life risks in the United 
States began about 1900 and the busi- 
ness grew steadily 
up to 1929, but de- 
dined sharply 
thereafter until 
1937 when it again 


began to grow, 
|. Howard Oden, 
North 


president 
American Reassur- 
ance, said at the 
A.L.C. general ses- 
sion Thursday. 
Reinsurance 
reached its peak in 
1929, when there 





J. Howard Oden 


total of $2,300,000,- 

000. This declined during the depression 
vears and at the end of 1937 had fallen 
to less than $1% billion. 

Mr. Oden said that since 1933 life in- 
surance in force in the United States 
has increased steadily until the amount 
in force was over $200 billion on Dec. 
31, 1948, while life reinsurance has in- 
creased from the low level of slightly 
less than $1%4 billion at the end of 1937 
to $3,694,000,000 at the end of 1948. 


Tells of Contract Provisions 


Describing the general provisions of a 
reinsurance contract, Mr. Oden said that 
the liability of the reinsurer coincides 
with that of the ceding company. The 
general provisions of the contract de- 
scribe the forms to be used in ceding 
business, and the manner in which ces- 
sions are to be made. The plan of re- 
insurance is stated, as well as the rates 
to be charged, and how extra premiums 
are to be treated. There is usually a 
provision for reimbursement of taxes 
when the reinsuring company is not 
taxed independently of the ceding com- 
pany. 

The reinsuring company usually ac- 
cepts without question claim settlements 
made by the ceding company. However, 
when the entire risk is carried by the 
reinsuring company, a reservation is 
usually made that the reinsuring com- 
pany shall be consulted before an ad- 
mission or acknowledgment of the claim 
is made by the ceding company. It is 
customary for the reinsuring company 
to share in the expense of any contest 
of a claim in proportion to the amount 
at risk of the reinsuring company and 
the ceding company, and to share in the 
amount of any saving in the same pro- 
portion. Compensation of salaried offi- 
cers and employes of the ceding com- 
pany is not deemed a legitimate claim 
expense. 

The contract also usually provides 
that the reinsuring company shall have 
the right to inspect all books and docu- 
ments of the ceding company referring 
to reinsurance issued by the reinsuring 
company. 

Most contracts contain an arbitration 
clause but there has been very little 
arbitration needed. . 

Mr. Oden said it is generally accepted 
that reinsurance mortality on the aver- 
age runs about 10% higher than that of 
direct writing companies. When eco- 
nomic conditions are not good the rein- 
surance mortality rate usually climbs to 
a higher figure. When conditions ‘are 
good the reinsurance mortality rate 
more nearly approaches that of the di- 
fect writing companies. 

During the period of depression in the 
thirties, the general death rate increased 
toa certain extent, but the mortality on 
rinsured business reached serious pro- 
portions which lasted for some time. 
The first and most noticeable increase 
Was in suicides. 

_ Although suicide was an important 
‘actor in the increased mortality, 
amounting in some years during the de- 
Pression to about one-third of the total 
mortality on overinsured risks, the 


XUM 


deaths of many large policyholders were 
due indirectly to worry, discouragement, 
etc., which led to some form of circula- 
tory disease that eventually caused 
death, or in a great number of cases 
hastened death when the policyholder 
already had some form of impairment. 

Special care has to be taken against 
fraud, he said. Accidental deaths usually 
increase during periods of financial 


stress, but some of the “accidental” 
deaths during the depression were very 
likely suicides disguised as accidents. 

During the shrinkage of reinsurance 
business up to 1937, the poor business 
remained on the books and the _ best 
business went off, said Mr. Oden. There 
was also a_ disproportionately small 
amount of new business written, and 
there was no way to sweeten up the 
reinsurance portfolio. 





Life Agency Cashiers Assn. of In- 
dianapolis elected Lloyd Weddle as 
president at the September meeting. 
Other new officers are: Vice-president, 


Alice Carton; secretary, Olive J. Me- 


Cord, and treasurer, Naomi Stevens. 
Speaker was Robert Osler of Rough 
Notes Co. 


Hummel to Bankers of Neb. 


Lloyd W. Hummel, manager of the 
Central agency of California-Western - 
States Life at Los Angeles, has resigned 
to become general agent of Bankers 
Life of Nebraska. 





Fred C. Spade of Ft. Thomas, Ky.. 
has been promoted to assistant man- 
ager at Newport, Ky., by Metropolitan 
Life. He has been with it 13 years. 











We Want An 


Experienced Sales Manager 


Our sales organization consists of 15 men who make head- 
quarters in the key cities of their territories, and who travel ex- 
tensively. At this point in our development and expansion, we 
are "looking for" a sales manager to assume the full responsi- 


bility for our continued sales success. 


We want a man whose actual record shows him to be qualified 
to manage, recruit and provide solid leadership to a sales organ- 
ization of our present size, and to enlarge it. An understanding 
of sales promotion work is important. This is not a position for a 


sales theorist, but only for one of proven performance. 


It is not an overstatement to say that this is an unusual and 
attractive opportunity. The right man for us should be 35 to 45, 
and have a record of knowing how to cooperate with and enthuse 


an established sales staff. 


Insurance experience would be helpful, but not essential. Pri- 
marily, we want a man whose personality and record in dealing 
with salesmen qualify him to assume a position that offers respon- 
| sibility and a very much better than average future. 


Howard J. Burridge, President 
| The National Underwriter Co., 
420 E. 4th St., Cincinnati 2, Ohio 


| 
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Stein Problems i in 
Filling Needs for 
Venture Investment 


If the public and if financial institu- 
tions cannot or will not fill national 
needs for venture investment, the gov- 
ernment will provide the necessary 
funds, Stahrl Edmunds, economic an- 
alyst of Northwestern National Life, 
told the American Life Convention Fi- 
nancial Section. 

The trend towards government fi- 
nancing is already under way, Mr. Ed- 
munds said, in the form of public power 
and atomic energy. Even some of the 
credit arrangements of farm credit ad- 
ministration and reconstruction finance 
corporation are more like equity financ- 
ing than loans, he declared, and these 
arrangements will be expanded and lib- 
eralized if the needs of the economy for 
capital formation are not otherwise ade- 
quately financed. 

The central problem is who, in the 
future, is likely to initiate the savings 
and investment to provide for economic 
growth, bearing in mind that capital re- 
quirements will be larger, the risks 


greater, that savings are more institu- 
tionalized and that the proportion of 
debt-seeking funds is large compared 
to that of equity funds. 

“The volume of venture funds might 
be stimulated and encouraged in the fu- 
ture so that it is more adequate in rela- 
tion to debt-seeking funds and to the 
needs of business. The large volume of 
debt-seeking funds presently being ad- 
ministered by financial institutions might 
be converted at least in part to equity 
purposes. Or, the government might 
provide equity financing. 


More Self-Financing Possible 


“T have not included among these al- 
ternatives,” Mr. Edmunds said, “the 
possibility of corporations becoming 
more self-financing through the plowing 
back of earnings. Corporations are al- 
ready financing a large share of their 
capital formation out of earnings; and I 
believe that the effect of collective bar- 
gaining will prevent them from  sub- 
stantially increasing earnings available 
for such use. 

“The first alternative is encourage- 
ment of the flow of venture funds into 
business. Only about 8% of corporate 
capital formation in a recent year was 
financed from capital stock. This is a 

(CONTINUED ON PAGE 27) 
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“Tf anything happens to me, my wife can get her old job back — 
dancing in a night club chorus!” 


Bankerslifemen Know How to 
Overcome Silly Objections 


Just like any active life underwriter, Bankerslifemen are often 
faced with silly objections . . . even as ridiculous as the one 
illustrated . . . and they are prepared to overcome them. 


Training which started in their first days in their agency 


offices began this preparation. That training has carried on 


in combination with careful field supervision . . . as long as 


they have been in the business. 


Home office directed schools 


present carefully planned training through the first three years 


for qualifying Bankerslifemen. 


this training as conditions 


may 


Special schools supplement 


require it. Always the 


Bankerslifemen are backed up with highly desirable contracts 
and field-tested sales promotion materials. 


This background of training and business preparation makes 
a typical Bankerslifeman the kind of life underwriter you like 
to know as a friend, fellow worker or competitor. 


Bankers /7/e CoMPANY 


DES 


MOINES 











Charles G. Taylor, Jr., Metropolitan Life; Miss Lelia Thompson, Connecticut Mutual; 
and Alfred N. (. Guertin, _American Life_ Convention. 











No Aspersions on 
Illinois Department 


Dr. Paul R. Hawley, chief executive 
officer of the Blue Cross-Blue Shield 
Commissions, in a letter to Insurance 
Director Hershey of Illinois, makes 
some corrections on the report of his 
remarks at Blue Cross and Blue Shield 
meeting at Milwaukee. 

“T said nothing about the status of the 
application by Blue Cross for a charter 
for Health Service, Inc., other than that 
we hoped and expected favorable action 
within 10 days,’ Dr. Hawley says. 

“All other remarks in this connection 
applied to the proposal of Blue Shield— 
not Blue Cross—to organize a similar 
and companion company to provide ex- 
cess benefits in the field of medical care 
as distinguished from hospital care. I 
reported objectively and factually upon 
the discussions that had taken place in 
the Blue Shield commission upon this 
proposal—that in the general discussion 
it was mentioned that Blue Shield might 
expect opposition from commercial in- 
surance carriers with pressures brought 
upon departments of insurance to dis- 
approve this venture. In no way did 
I associate this statement of a Blue 
Shield commissioner with either Blue 
Cross experience or the department of 
insurance of the state of Illinois. 

reported several other points of 
view that were expressed—among them 
that proponents of an Ohio charter of- 
fered that this insurance department is 
a career department with many officials 
experienced in the supervision of stock 
companies operating in the nonprofit 
field. 

“But the news item omitted the most 
important of all my remarks in this con- 
nection—that, despite all argument pro 
and con, the Blue Shield commission 
decided to apply in Ohio for the sole 
reason that Ohio Medical Indemnity, a 
Blue Shield plan, was incorporated in 
Ohio, had operated several years under 
this charter, and had established a 
precedent which would facilitate the or- 
ganization of a similar company. 

I was present at this meeting of the 
Blue Shield commission but took no 
part whatsoever in the discussion of this 
question. I have had no active part in the 
negotiations for the charter of Health 
Service, Inc., in Illinois other than to 
attend the one dinner meeting in Spring- 
field. I know nothing whatsoever of the 
insurance department of the state of 
Ohio, and consequently would not think 
of offering any opinion as to its merits. 

“I regret very much this unfortunate 
and inaccurate news item, and I assure 
you that it seriously misrepresents both 
my remarks at the time and my high 


esteem of the naa of insurance 
of Illinois and of you as its director,” 


FATHERS’ 
FAVORITE 


The Virginia Protector Plan 
combines a whole life con- 
tract with a 20 year income 
provision to afford, at age 30, 


$10,000 protection 
for 20 years 
for an annual premium of 
$111.44 


After 20 years, protection auto- 
matically reduces to $4000 and 
the premium drops to $76.00. 
(15 year conversion privilege.) 
For obvious reasons, The 
Virginia Protector Plan is a 
favorite with young fathers 
who have large responsi- | 
bilities and small incomes. 


(This special plan is open to brokers) 








LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert E. Henley, President 
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~ LIFE AGENCY CHANGES 


managers of Prudential. He became a 
C.L.U. in 1948. 


Mr. Bay began to work for Mr. Frank 





RK. Knight Dayton Manager Bay Joins State Mutual's 


of Northwestern National 
Northwestern National Life has ap- 

pointed Russell K. Knight manager at 
Dayton. He suc- 


ceeds Harold H. 
Mendell, general 
agent there for 


nine years until his 
death in February. 

Mr. Knight 
joined Northwest- 
em National in 
1945 in northern 
Minnesota as a 
producing agent, 
and in that capac- 
ity made an out- 
standing record. In 
1947 he was ad- 
vanced to  super- j 
visor and placed in charge of the re- 
gional field service office at Des Moines, 
He leaves that position to head the 
Dayton agency. He is a war veteran. 





Russell K. Knight 





Conn. General Names Fuller 
as Washington Manager 


Connecticut General Life has ap- 
pointed Clyde W. Fuller_ manager at 
Washington and Blake B. Harrison, 
manager there seven years, as_broker- 


age manager for Washington and Balti- | 


more. Group and pension operations in 
these areas will continue to be directed 


by Marcy B. Sellew with headquarters | 


in Baltimore. 
Mr. Harrison 


joined Connecticut | 


General at Raleigh, N. C., in 1928. Later | 


he became group and claim representa- 
tive in North Carolina and _ Virginia, 


group manager in New York City and | 


Newark and was then 


transferred to | 


the home office as manager of group | 
sales for four years. Later he was man- | 


ager at Charlotte N. C. 
Mr. Fuller joined the 
group department in 1931 after grad- 
uation from University of Pennsylvania. 
Since then he has been associated with 


home office 


group accounting, sales, sales promotion | 


and group annuity sales work in the 


home office and has recently been with 


the Baltimore office. 





Pick Foreman to Head 
New Jersey Agency 


William H. Foreman has been ap- 
pointed manager of the New Jersey 
agency of Mutual Benefit Life, to fill 
the vacancy caused by the death of Gen- 
eral Agent Bill C. Thurman. 

Foreman has been with the Newark 
agency for 25 years, having joined its 
clerical force soon after being graduated 


| 


from South Side high school, Newark. | 


For 10 years he 
Louis G. Rude of the Newark agency 
mm servicing policyholders and other 
agency duties. 


was associated with | 


In 1936 Mr. Foreman was appointed 


supervisor of the agency to recruit, train | 


and supervise new agents. He com- 
pleted Mutual Benefit’s analagraph 
school in 1937 and afterwards taught 
several analgraph classes. Last year 


he was named associate general agent. | 





Marsh & McLennan 
Names Duluth Manager 


Arthur Gustafson, formerly Travelers 
manager at Duluth, has been appointed 
head of Marsh & McLennan’s life de- 
partment there. He attended Duluth 
Junior College and graduated from Uni- 
versity of North Dakota in 1933. For- 
merly with Barnsdall Oil Co., in 1936 





he joined Travelers, becoming a field | 


assistant in 1937 and manager in 1941. 
‘© 1S a past president of Duluth Life 
Underwriters Assn. and is president of 
Duluth Life Managers & General 
Agents Assn. 


XUM 


on the fifth anniversary of the founding 
of the Frank agency. In celebration of 
both the new job and the anniversary, 
the agency held a luncheon attended by 
30. On hand from the home office of 
State Mutual was Robert H. Denny, 
vice-president and _ superintendent otf 
agencies. 


Frank Agency in Chicago 


Raymond W. Frank, Chicago general 
agent for State Mutual Life, has ap- 
pointed Maturin B. 
Bay as_ associate 
general agent. Mr. 
Bay has been asso- 
ciate manager of 
the Goldman ordi- 
nary agency of 
Prudential at »Chi- 
cago. 

Mr. Bay entered 
the business as a 
broker at Chicago 
in 1929 on gradua- 
tion from the Uni- 
versity of Chicago. 
In 1941 he became 
a partner in the 
general insurance firm of Riddle & Bay 
at Chicago and then was called on ac- 
tive duty as a naval officer. 

Mr. Bay started with the Goldman 
agency in 1945. He was promoted from 





Spurr Succeeds Krebs 
as Buffalo General Agent 


Ray S. Spurr, previously with National 
Life of Vermont, has succeeded M. H. 
Krebs as general agent in Buffalo for 
Fidelity Mutual. 

He is president of the Buffalo C.L.U., 
former president of Buffalo Life Under- 
writers Assn., and served with the army 
air forces. 

Mr. Krebs is continuing with 
agency in personal production. 


Schindler Retires as G. A. 


Herman L. Schindler, general agent 
of Old Line Life at Monroe, Wis., is 





the 


Maturin B. Bay 





assistant manager to associate manager retiring but will continue to devote 
last June. He has been vice-chairman some time to personal production. His 
of the advisory committee of assistant territory has been assigned to J. P. 
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_ ROUTINE UNUSU 
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DISABILITY INCOME: 


\ 


Sub-standard to 600% of mortality; 


ALS 


Betker, recently appointed general 
agent at Madison, Wis. Mr. Schindler, 
who has been a general agent 28 of his 
30 years with the company, was one 
of the founders of the Star Leaders’ 
Club in 1922 and holds an unbroken 
record of 27 years membership. 


wl 





Cordon Western Manager 


Security Mutual Life of Nebraska 
has appointed C. H. Cordon as man- 
ager of its western division consisting 
of Washington, Utah, and Idaho. The 
company recently entered these three 
states, 

Mr. Cordon, whose headquarters will 
be at Seattle, formerly was agency vice- 
president and a member of the board 
of National Public Life. He is a grad- 
uate of L.I.A.M.A. managers’ school. 


Waddington District Chief 
Union Mutual has promoted Richard 
Waddington to district manager at New 
3runswick in charge of central New 
Jersey. He was formerly an agent at 
Newark and is the leading producer of 
the company throughout the country. 








Williams Named Manager 


Donald T. Williams, formerly assist- 
ant manager at Green Bay,, Wis., for 


ek el 


$10 per $1,000 income to 

age 65, or maturing date if earlier, 
when policy regardless of form 
matures for full face amount. 





SUB-STANDARD: _ special ¢ deration duodenal ulcers, 
pernicious anemia, diabetics. 
i 1 
Continenta 


Assurance Company 


Ordinary © Group © Group Permanent 






Associates: 
Continental Casualty Company, Transportation Insurance Company 


=m Continental Companies Building 
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Metropolitan Life, has been appointed 
manager at Milwaukee, succeeding the 
late Jack Baker, who died several 
months ago. The office had been tem- 
porarily in charge of L. J. Eggerichs, 
field training supervisor. 





Franz Named General Agent 
for Pan-American at Erie 


gs 2 William E. Franz 
has been appointed 
general agent in 
Erie, Pa., and sur- 
rounding counties 
of Ohio and Penn- 
sylvania for Pan- 
American Life. 

He was previ- 
ously in the insur- 
ance business in a 
supervisory capac- 
ity. 





Paulus Rejoins N. Y. Life 


John R. Paulus has rejoined the Mil- 
waukee office of New York Life as an 
agent. He formerly was an assistant 
manager and led the company _nation- 
ally in recruiting and specialized in 
programming, business and estate cases. 


Last March he left New York Life to 
become Milwaukee manager of Con- 
tinental Assurance. In September, his 
first month back with New York Life, 
Mr. Paulus led the Milwaukee branch 
in production, 


Capitol Appoints Miller 

Leon C. Miller has been appointed 
manager of Capitol Life at El Paso, 
Tex. Mr. Miller, secretary of El Paso 
Assn. of Life Underwriters, has been 
writing life insurance 21 years. He was 
graduated from Business & Normal 
College, Grand Island, Neb. 





Haight Joins Lincoln Mutual 


Russell S. Haight has been named 
manager of the lake states division for 
Lincoln Mutual Life of Lincoln, Nebr., 
in the Smith building at Freeport, III. 
Mr. Haight has been first vice-president 
and agency manager of Bankers Mutual 





of Portland, Ore., and former general 
agent there for Aetna Life, addressed 
a dinner meeting of Oregon General 
Agents & Managers Assn., on coopera- 
tion with trust officers, attorneys and 
accountants. 





Did you know 
THE CROWN LIFE HAS 


INCREASED 


BOTH ITS 


ASSETS AND INSURANCE 
IN FORCE EVERY YEAR 





SINCE TT WAS GHGEANIZED 


IN 1900. 


CROWN LIFE 


“= INSURANCE COMPANY =~ 


The Crown Life is now licensed to operate 
in Alaska—California—Hawaii—Idaho— 
Indiana—Louisiana—Michigan—Minnesota 
—DMissouri—New Jersey—New Mexico— 
North Dakota—Ohio—Texas—Washington. 

















ACCIDENT AND HEALTH 





Regional Meeting 
Plans Mapped 


The executive committee of Health 
& Accident Underwriters Conference 
held a day-long meeting at the Edge- 
water Beach hotel, Chicago, Monday, 
taking advantage of the fact that many 
members were there for the annual 
meeting of American Life Convention. 
E. J. Faulkner of Woodmen Accident, 
chairman of the committee, presided. 
Standard Life & Accident of Oklahoma 
City was admitted to membership. 

It was decided to hold another meet- 
ing of the executive committee Sunday, 
Dec. 4, at Galveston, which will be 
during the convention of National Assn. 
of Insurance Commissioners. It was 
also decided to hold regional meetings 
this fall and winter on dates to be de- 
cided later at Des Moines, Cincinnati, 
Boston, Dallas and Los Angeles, in addi- 
tion to the regional meeting at Chicago, 
Feb. 13 and the group insurance meeting 
there, Feb. 14-15. 


Plan A.&H. Sales Course 
at Drake U. for January 


International Assn. of A. & H. 
Underwriters will sponsor an A. & H. 
sales course at Drake University, Des 
Moines, Jan. 9-20, 1950. The course 
is being arranged by the Des Moines 
association. 

The session will be the first under 
a new plan of the International asso- 
ciation whereby sales training is to 
be offered in various sections of the 
country under the local sponsorship of 
affiliated local and state associations. 
Tuition for all instructional materials 
during the session is $50. Registrations 
are being accepted by D. W. Peterson, 
president of the Des Moines associa- 
tion or at International headquarters at 
Chicago. 








Scudder in New Post 


Franklin D. Scudder has been named 
general manager of Commonwealth Mu- 
tual of Balitimore to assume general 
charge of operations. He joins the com- 
pany after experience with the Security 
Mutual Life as assistant to the super- 
intendent of agents. 

Mr. Scudder attended the Life In- 
surance Agency Management. Assn. 
school and Purdue University A. & H. 
school. He began in the A. & H. busi- 
ness in 1933 with Continental Casualty 
and joined Security Mutual Life in 1941 
shortly after the company began A. & H. 
operations. 


Orsini N. Y. Club Speaker 


Louis A. Orsini of Bureau of A. & H. 
Underwriters will speak at the meeting 
of A. & H. Club of New York Oct. 18, 
“Present Status of Problems Sur- 


on 
rounding the New York Disability 
Benefit Law.” 

Mr. Orsini served on the drafting 


committee established by the insurance 
business at the request of the New York 
department and New York workmen’s 
compensation board. He also made 
detailed studies of the laws in California 
and New Jersey, and the problems of 
writing insurance under those laws. 


A. & H. Men Hear Diehl 


The A. & H. Underwriters of Mil- 
waukee at a meeting this week heard 
Past President Gilbert A. Diehl, man- 
ager Business Men’s Assurance, speak. 
He discussed “Time Control.” 


Ohio Study Group Set Up 


Representative Mark McElroy of 
Cleveland and Senator Edward Walsh 
of Dayton have been named chairman 
and vice-chairman respectively of the 
Ohio state disability insurance commis- 











sion. The commission was created by 


the legislature to study unemployment | 


disability legislation. It will report at 
the next session of the legislature. 


McKee Los Angeles Speaker 


LOS ANGELES—Walter L. McKee 
Connecticut General Life, spoke at the 
first fall meeting of Los Angeles A. &H 
Underwriters Assn. on “Preferred Leads 
—How to Get Them—How to Use 
Them.” 

Mr. McKee said the disability sales. 
man’s greatest need is not so much jn- 
struction as reminding him of what he 
knows. To get prospects he said the 
salesman must go to them, must carry 
the idea to them. Putting a scare into 
the approach may help. 

Above all, he urged selling the pros- 
pect simply. Disability insurance is the 
only thing that can be bought on the 
installment plan that continues to work 
after death. The longer a prospect goes 
without disability insurance the more 





he needs it, and the less chance he has. 


of getting it. 


Fla. Congress Oct. 28-29 


Florida Assn. of A. & H. Under- 
writers will hold its fall sales congress 
at Orlando Oct. 28-29. All A. & H. men 
and women are invited. 

A sales forum and claim forum will 
be held Saturday. One of the principal 
sales congress speakers will be C. Ervin 
Waller, president of Professional, on 
“The Sizzle that Sells.” Entertainment 
features include a cocktail party and a 
water show given by the Rollins college 
girls aquatic team on Friday evening. 








Stephens Okla. Speaker 


Waldo Stephens spoke at the Sep- 
tember meeting of Oklahoma A. & H. 
Assn. He discussed trends - affecting 
A. & H. insurance, contending that the 
business is here but it will require work 
on the part of each individual agent to 
get it. 

President Floyd E. Maytubby, Occi- 
dental Life, announced that a major 
objective is to increase membership to 
150. 


Seattle Opens Season 


Seattle Assn. of A. & H. Underwrit- 
ers opened its season with a luncheon 
Sept. 30. Charles H. Tull, Provident 
L. & A., and Clayton Walton, Monarch 
Life, reported on the national conven- 
tion at Cleveland. 





To Talk on Medical Selection 


Dr. Ralph M. Filson, medical direc- 
tor of Travelers, who will address Chi- 
cago A. & H. Assn. Oct. 13, will have 
as his subject “Objectives of Medical 
Selection in A. & H. Underwriting.” 





Dine New Members in Colo. 


Prospective members of the Colorado 
Assn. of H. Underwriters were 
given a luncheon at Denver. Activities 
of the association were related by sev- 
eral committee chairman and Eugene F. 
Gregory, Business Men’s Assurance, re- 
ported on the activities of International 


Ernest A. Gray, Jr., Occidental Life 
manager, has been elected president, of 
the Omaha C.L.U. chapter, succeeding 
Addison Wilson, Bankers Life of Iowa. 
Claude Clinton, Aetna Life, is vice- 
president, and Carroll F. Eisenhart, 
Massachusetts Mutual, secretary. 





Zellerbach Paper Co. has sold its new 
one-story steel and concrete distribu- 
tion plant at Salt Lake City to Mutual 
Life. The property has been leased back 
to the paper firm for a long term. 


Octobe 


1] 
Offi 


Direc 
elected 
Moline, 
ferson, 
son, Pri 
L. Swa 
Moline 
executi' 
Ellstron 
urer. A 
lund, M 
Rapids, 

Form 
the con 
Life In: 


Porte: 
Coun 


Dudle 
dent & 
counsel. 

He 1 
law de: 
Cumber 
versity 
was a 
the Ter 
From 1 
he ser 
sistant 
general 
see. 
the arm 
vate in 
commis: 
served ¢ 
vocate ¢ 
infantry 
many, a 

Recen 
eral cou 
dent anc 
Peebles, 
He is a 
ance Co 
America’ 


R. J. I 
Head 


Robert 
vice-pres 
division 
Chicago. 

Mr. M 
in group 
ties. His 
accounta! 
Wyomin; 
Mr. Mar: 
Staats H 


COMP! 





° 
= 














XUM 


LIFE INSURANCE EDITION j 15 








October 7, 1949 





~ AMONG COMPANY MEN 








7, 9 fF 
Elect 
cated by rer Elects 
cated by | TI], Insu 
report at = 
we. | Official Slate 
irectors and officers have been 
beaker cat by Western Mutual Life ‘in 
_ McKee, | joline, Ill. Officers are O. R. Christot- 
ce at the jerson, Moline, president; Anton Acker- 
sA.&H. } con, Princeton, IIl., vice-president; Frank 
ed Leads | L. Swanstrom, chairman; B. H. W ood, 
to Use | Moline and Cyrus Churchill, Moline, 
executive board members, and A. N. 
ty sales- | Ellstrom, Davenport, Ta., secretary-treas- 
much in- } yrer. Additional directors are Emil Ber- 
what he | jund, Minneapolis; Clyde Parker, Cedar 
said the | Rapids, and Floyd Olson, Joliet, Ill. 
Ist carry Formed the beginning of this year, 
care into | the company was formerly North Star 
Life Insurance Society. 
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counsel. 

He received his 
law degree from 
Cumberland U ni- 
versity in 1937 and 
was admitted to 
the Tennessee bar. 
From 1937 to 1940, 
he served as as- 
sistant attorney 
general of Tennes- 
see. He entered 
the army as a pri- 
vate in 1942, was 
commissioned, and 
served as judge ad- 
vocate of the 100th 
infantry division in France and Ger- 
many, attaining the rank of major. 

Recently he has been associate gen- 
eral counsel of National Life & Acci- 
dent and a member of the firm of Tyne, 
Peebles, Henry & Tyne, of Nashville. 
He is a member of Assn. of Life Insur- 
ance Counsel and the Legal Section of 
American Life Convention. 


R. J. Marsh V.-P. and Group 
Head of Bankers L. & C. 


Robert J. Marsh has been appointed 
vice-president in charge of the group 
division of Bankers Life & Casualty of 
Chicago. 

Mr. Marsh has had wide experience 
in group insurance and affiliated activi- 
ties. His early training was as a cost 
accountant with the Ames’ Baldwin 
Wyoming Co. Also, early in his career, 
Mr. Marsh became administrator for the 
Staats Hospital and Clinic at Charles- 


COMPLETE PERSONAL 
INSURANCE COVERAGE 





Dudley Porter, Jr. 








REPUBLIC NATIONAL 
LIFE INSURANCE 
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THEO. P. BEASLEY, President 
OALLAS, 
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ton, W. Va. Later, he was executive 
director of Huntington Hospital Service 
Co.; Medical Service, Inc., and Farmers 
Health Service, Incorporated. 

As one of the organizers of John Mar- 
shall Ins. Co., Mr. Marsh was instru- 
mental in merging that company into 
Bankers Life & Casualty Co. last year. 
He is a graduate of Ohio University 
school of business administration. 


Appoint Lloyd Jackes 
Branch Secretary at L. A. 


Manufacturers Life has appointed 
Lloyd G. Jackes, assistant agency sec- 
retary, to be branch secretary at Los 
Angeles. Lloyd W. Barclay of the field 
service department succeeds Mr. Jackes. 

Mr. Jackes associated with Manu- 
facturers Life in 1936. He enlisted in 
the Canadian air force in 1942 and 
served as a pilot in Canada. Discharged 
in 1945, he returned to the life insurance 
business and has been in Calgary and 
at the head office. He has been assistant 
agency secretary since 1946. 

Mr. Barclay started with Manufac- 
turers Life in June, 1937. Joining the 
Royal Canadian air force in April, 1941, 
he served overseas as a radar specialist 
in a Canadian night fighter squadron. 
Since returning to Manufacturers Life 
he has assisted in the administration 
of the educational and training course. 





Bragg Assistant Actuary 


John M. Bragg has been appointed 
assistant actuary of Great-West Life. 


J. B. Silvester has 
assistant secretary of 
Toronto. 


COMPANIES 


Great Northern 
Takes Action Oct. 18 


Stockholders of Great Northern Life 
are meeting at Chicago Oct. 18 to act 
upon the proposal to sell the company 
to Washington National. The plan is 
to perfect the sale and merger prior 
to the end of the year, so that Washing- 
ton National will be required to pre- 
pare only one annual statement. Stock- 


been appointed 
Imperial Life, 











holders of Great Northern are being 
offered $62 a share for their 50,000 
shares or a total of $3,100,000. The 


stock has been traded to a small ex- 
tent in the over-the-counter market 
at a price far below its liquidating value. 
The bid price has been in the neighbor- 
hood of $14 a share. 

As of Dec. 31, 1948, the surplus to 
policyholders of Great Northern was 
$1,912,346 consisting of capital of $500,- 
000, general contingency reserve $100,- 
000, net surplus $1,312,346. The life in- 
surance in force of Great Northern was 
about $67 million and its A. & H. pre- 
mium income was about $2%4 million. 

The home office employes of Great 
Northern number about 100. That 
entire group was guest of the Wash- 
ington National management at a lunch- 
eon at Evanston, IIl., last Thursday. 
They were assured that there would be 
room in the organization for all of 
them and they were welcomed into the 
fold. 

It is likely that the downtown loca- 
tion of Great Northern will be main- 
tained intact for some time, until there 
are adequate physical accommodations 
at Evanston to take care of that or- 
ganization. 

Great Northern Life was started at 
Wausau, Wis., in 1909 and it is still 
a Wisconsin corporation. It was moved 
to Chicago in 1922 after the merger 
of Central Business Men’s Assn. It was 
then that H. G. Royer, now president, 
and C. O. Pauley, the secretary, who 
is also managing director of Health & 








GUARDIAN’S NEW 
PREFERRED RISK 
POLICIES 


provide 


@ level-premium, limited payment life contracts, 
containing all the attractive features of Guard- 
ian’s other policies; 


@ Guardian’s regular choice of liberal settlement 
options, including the preferential life income op- 
tion (e.g.—female beneficiary, age 65—$5.88 per 
month per $1000, ten years certain and life) ; 


@ premiums payable annually, semi-annually, quar- 
terly or monthly; 


@ addition of Guardian’s waiver of premium and 
$10 per month per $1000 disability income benefit, 
as well as accidental death benefit— (N.B.—Ex- 
tra dividends are paid on policies with supple- 
mental disability benefit agreements) ; 


@ addition of Family Income Agreements for 10, 
15 or 20 years, or to age 65. 


AND COMBINE LOW PREMIUM 


——— 


WITH LOW NET COST! 


Minimum amount issued— 
either “PR-85” or “PR-70” 


$10,000 


GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York 3, N. Y. 
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Assurance at Wichita, who will speak 
“Let's Sell Life Insurance.” 
There will be a cocktail hour at 6 p.m., 
followed by a silver jubilee dinner, at 
which special guests will be Harry B. 
Hershey, Illinois insurance director, and 
Iudd C. Benson, home office general 
agent for Union Central at Cincinnati 
and N.A.L.U. president. All sessions 
will be held at the Pere Marquette hotel. 
On Saturday the sessions of the sales 
congress will run from 9:30 a.m. to 4 
ym, Speakers include Kenneth R. Bent- 
iey Northwestern Mutual, Danville; Sis 
Hoffman, Union Central, © Cincinnati; 
Mr. Benson; Edward C. Steinsberger, 
district manager for Prudential at Vin- 
cennes, Ind.; H. Gray Hutchison, Penn 
Mutual, Marysville, Tenn., and Everett 
\. Dirksen, former United States con- 
eressman from Pekin. 
“rE. W. Kersten, Equitable Society, is 
chairman of the sales congress. 


on 


ley, 





Nebraska, Kansas Men Join 
in Congress at McCook 


McCOOK, NEB. — The sales con- 
gress Of Republican Valley Life Under- 
writers Assn. was attended by 30 life 
men from Nebraska and Kansas. 

Milton Koch, Northwestern Mutual, 
Lincoln, president of the Nebraska as- 
sociation, quoted from the speech of 
Sen. Taft of Ohio before N.A.L.U. that 
“Life insurance is a means whereby 
each individual may safeguard financial 
security.” He said the senator brought 
out that it is necessary to sell the idea 
of saving against the future. 

E. A. Frerichs, agency vice-president 
of Security Mutual, Lincoln, discussed 
“Problems of Present Day Selling.” 
Ralph G. Brooks, McCook school su- 
perintendent, spoke on “Personality Un- 
limited.” 

K. L. McGooden, Northwestern Mu- 
tual, McCook, national and state asso- 
ciation committeeman, presided over a 
session at which Ivan W. Smith, Bank- 
ers Life of Nebraska, McCook, led a 
panel discussion on “Problems of the 
Agent.” O. R. Frey, Bankers Life of 
Nebraska, Lincoln,’ also spoke. 

Delegates from Grand Islgnd, Hast- 
ings, North Platte and Imperial, Neb., 
and Norton and Oberlin, Kan., were 
among those attending. 


Celebrate 45th Anniversary 
at Los Angeles; Hear Jenkins 


LOS ANGELES—Life Underwriters 
Assn, at a breakfast meeting celebrated 
its 45th anniversary of its founding, 
with more than 300 in attendance and 
with one of the original founders still 
active. Charles E. Carver, Travelers, 
only living member of the original 20 
who formed the organization in 1904, 
was given a rousing welcome. 

Vice-president W. Jenkins of 
Northwestern National Life, spoke on 
“Your Market Is Your Future.” 

While every factor in general busi- 
ness outlook in California would sug- 
gest a favorable life insurance market 
lor some time to come, he cautioned 
that general market optimism cannot 
take the place of long-time market plan- 
nng and thinking on the part of each 
agent. He offered five specific sugges- 
tions: 


Market Suggestions Offered 


“Never exhaust your ready market of 

hot cases unless you want to be un- 
happy and broke. Replace religiously 
as you go along. 
_ “Add to your short term job of look- 
ng tor immediate prospects a long-time 
job of planning to penetrate specific 
markets. 

“Build your market among groups of 
people who have common friendships 
and common interests. 

“Look upon both your prospect file 
and your policyholder file as a record 
of unsolved problems. 

If you will keep constantly in mind 
your job of solving problems, you will 
find it easier to rededicate yourself to 
your job rather than complaining about 


L.U.T.C. in Brooklyn 

Bernard M. Ejiber, general agent of 
Mutual Trust Life, presided at a meet- 
ing of the Brooklyn branch of the New 
York City Life Underwriters Assn. at 
which the Life Underwriter Training 
Council program of the branch for the 
year was presented. 

Edmund L. G. Zalinski, L.U.T.C. 
director and executive vice-president of 
the National Assn. of Life Underwrit- 
ers, the speaker, announced that there 
would be L.U.T.C. classes in more than 
135 cities in 43 states during the 1949-50 
year. A number of prominent pro- 
ducers were introduced. 


On Chicago Assn. Program 


Russell C. Tomlinson, formerly pro- 
fessor of speech at Lake Forest college 
and now associated with George H. 
Gruendel & Associates, will appear on 
the regional meetings program of Chi- 
cago Assn. of Life Underwriters Oct. 
18, 19 and, 20 at the Shoreland, Grae- 
mere and Belden-Stratford hotels. 

Charles W. Calhoun, John Hancock 
and Raymond B. Storck, all of Metro- 
politan Life, are in charge. Raymond 
N. Britz, Prudential, will show the 
movie, “For Some Must Watch,” as- 
sisted by Stanley Zienty, John Hancock 


Mutual Life. Harry R. Schultz, presi- 
dent of the Chicago association, will 
speak on “Slants on Service Values.” 
All life insurance agents are invited. 


Lloyd Speaks in Cleveland 


John A. Lloyd, vice-president Union 
Central Life, was the principal speaker 
at the first fall luncheon meeting of 
Cleveland Life Underwriters Assn., at- 
tended by 350. 


St. Joseph, Mo.—The first fall meeting 
featured the movie “Some Must Watch.” 
Appointed to the membership committee 
were Richard Rochambeau, Metropolitan 
Life; Edwin Bird, New York Life; G. G. 
Phillips, National Life & Accident; G. A. 
Bennington, Penn Mutual Life, and J. A. 
Johnson, Equitable of Iowa. 

Niagara Falls, N. Y.—G. S. Cutini, 
agency assistant in charge of training 
for Life of Georgia, spoke at the Sep- 
tember meeting. 

Flint, Mich.—Mrs. Myrtle Labbitt, au- 
thor, lecturer and former household 
editor of the Detroit “News,” spoke on 
her recent trip to Europe. 

Washington—The District of Columbia 
association announces’ six luncheon 
meetings for the association year, begin- 
ning with Oct. 27 when the 1948 winner 
of the Wilner memorial award will be 
announced. Vernon E. Holleman, Home 
Life, chairman of the award committee, 


17 


welcomes nominations for that award. 

C.L.U. classes* begin about Oct. 15. 
LUTC courses will begin Nov. 1 at the 
Acacia Mutual Life building. 

Syracuse, N. Y.—Past presidents were 
honored at the initial meeting of the 
fall session. The association has 17 past 
presidents living in the Syracuse area. 
Charles L. Behm, Massachusetts Mutual, 
is the oldest both in years and in service, 
having served as president in 1919. 

Kalamazoo, Mich.—National quality 
awards were presented to 15 members 
and a C.L.U. certificate to Fred H. 
Mamer. Arthur R. Gremel, Saginaw, 
president of the Michigan association, 
spoke on National association affairs. 

Illinois Valley—Kenneth R. Bentley, 
Northwestern Mutual, president of Dan- 
ville Assn. of Life Underwriters, will 
address the Oct. 20 luncheon meeting. 

Wayne County, N. C.—Commissioner 
Cheek spoke at a luncheon meeting at 
Goldsboro, with 75 members and guests 
present. 

“A comprehensive public relations pro- 
gram is needed, if a true conception of 
insurance is to be formed,” he said. 

Richmond, Va. 
elected president, 











James H. 
outlined 





Neill, newly 
his program 





for the coming year and reported on 
the N.A.L.U. meeting. 
Port Huron, Mich.—Stirling Young, 


Woodstock, Ont., speaking at the first 
fall meeting, said humor has a definite 
place in salesmanship. He emphasized 





Income Plans? 


The 








Here Are Four 


Reasons 


Why do Lincoln National Life representatives sell so many Family 


The IF. I. rider may be added to many types of policies, in- 
cluding retirement plans. 
2. The rider has liberal conversion privileges. 

A clean-up fund may be provided or omitted, as desired. 


The plan may provide a monthly income of either $10 or $15 
per $1,000 of basic contract. 


flexible coverage which LNI agents can offer through their 
company’s Family Income Plan is another reason for our proud claim 
that LN L is geared to help its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiano 


Its Name Indicates Its Character 








your failures.” 


XUM 











18 


FieNATIONAL UNDERWRITER 


October 7, 1949 

















LIFES AUTUMN 


As we view nature's autumn, let us 
remember that man will one day reach 
the autumn of his life. He may face 
these declining years with confidence 
if, through foresight and thrift, he has 


adequate life insurance. 


lt is our privilege as life underwriters 


to help man prepare for life's autumn. 


a i @ 


om 
RANC: 





George Albert Smith, President Salt Lake City, Uteh 
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THE COMPANY BACK OF THE CONTRACT 
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robinson crusoe 
would have it 
Balanced, Too! 


Granted enough human population on his 
island, Robinson Crusoe, wise man that 
he wa’, would have discovered the need 
for founding a Life Insurance Company. 
To achieve this goal, he would have had 
to find sufficient people in average 
normal health, a well-organized method 
for reaching them, well-spread 
investment opportunities, and a 
cheerful, efficient group of co-workers. 
While solving these problems he would 
have discovered that in Life Insurance. 
strength in one category must be 
supported by strength in the others... 
for smooth functioning demands balance. 
Fidelity is a well-balanced company. 




















The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA + PENNSYLVANIA 


that a judicious use of humor places the 
prospect in a pleasant and receptive 
state of mind. 

Maurice E. Held, association president, 
and Raymond D. Sorenson, national com- 
mitteeman, reported on the N.A.L.U. con- 
vention. 

Nashville—Alvin T. Haley, Massachu- 
setts Mutual, Greensboro, N. C., spoke on 
“The Boss and the Bum.” 

Daytona Beach—E. Lincoln Fox of 
Jacksonville, director of training schools 
for Peninsular Life, spoke at the monthly 
meeting of the East Florida association. 

Panama City, Fla.—W. Sheffield Owen 
of Atlanta, director of agencies of Life 
of Georgia, spoke at the monthly meet- 
ing. 

Owensboro, Ky. 
dent of Lincoln Income Life, 
the Green River association on 
ing Straight’. 

Flint, Mich.—The L.U.T.C. course will 
be given, with J. Gordon Milliken, Mutual 
Benefit Life, as instructor. Ernest M. 
Hurley, Equitable Society, is chairman 
of the committee in charge. 


POLICIES 


New Juvenile Plans Are 
Introduced by N. Y. Life 


New York Life has introduced new 
20 and 30 payment life plans in con- 
nection with the expansion of its juve- 
nile program. These juvenile plans are 
of three types: policies with graded 
insurance to age 3, issued at ages 0 to 
2, not available in New York or Can- 
ada; policies with premium, return to 
age 5, issued at ages 0 to 4, available in 
New York only; and policies with 
graded insurance to age 10, issued at 
ages 0 to 9, available in Canada only. 


Premium rates are: 
Graded Prem. Ret. 





J. E. Acree, Jr., presi- 
addressed 
“Think- 














Graded 


to Age 3 to Age 5 to Age 10 

20 30 20 30 20 30 

Pay. Pay. Pay. Pay. Pay. Pay. 
Age Life Life Life Life Life Life 
0 30.09 23.82 26.33 20.08 25.56 20.23 
1 30.07 23.70 26.44 20.01 25.40 19.99 
2 30.07 23.66 26.69 20.31 25.71 20.23 
3 eves  eeoe 27.00 20.76 26.05 20.48 
4 ceeeyteses Ots80+ BLDL 20.08 20.te 
5 cas -e- 26.70 20.97 
6 cane 27.04 21.24 
7 ee 27.39 21.52 
8 nee 27.74 21.80 
9 searches 28.10 22.09 

Combined Amer. Program 


Combined American of Dallas has 
announced a complete new life insur- 
ance program on the C.S.O. 3% basis. 
Among the plans issued are whole life 
preferred risk, life paid-up at 85, life 
paid-up at 65, 20-payment endowment 
85, income endowment 65, mortgage re- 
demption term to 70 and juvenile en- 
dowment at 18. 





Union Life of Virginia has announced 
a mortgage term policy, composed en- 
tirely of decreasing term insurance for 
periods of 10, 15, 20 or 25 years; family 
income riders for 10, 15 or 20 years; 
five and 10 year convertible term poli- 
cies; and retirement income policies ma- 
turing at age 60 or age 65, providing 
$1,000 insurance and $10 monthly life 
income, 10 years certain. 


Philadelphia-United Life is now 
issuing a 15-payment life plan with 
return of premiums in addition to the 
face of the policy in event of the in- 
sured’s death during the premium pay- 
ing period. This new return of premium 
policy is being written on the industrial 
plan only. 


Federal Old Line Life has removed 
all military personnel ratings except 
one-half extra on double indemnity and 
waiver of premiums for enlisted men. 














New insurance paid for in Bankers 
Life of Iowa for August totaled $11,006,- 
720, of which $10,157,114 was ordinary. 
Sales volume for the first eight months 
totaled $98,245,446 with ordinary ac- 
counting for $79,381,264. Insurance in 
force at the end of August was $1,420,- 
298,689, an increase of $43,975,652 for 
the eight months. Ordinary in_ force 
at the end of August was $1,192,899,186. 
It accounted for $34,936,218 of the in- 
crease this year. 


Reappraise Estates in New 
Tax Light, Redeker Urges 


Harry S. Redeker, general counsel 
of Fidelity Mutual Life, told the mem. 
bers of the Chicago Insurance & Trust 
Council that they should examine every 
client’s will, estate assets, life insurance 
estate and estate holding instruments 
in the light of recent changes in the 
federal estate tax and federal income 
laws and rulings. If such a reexamina- 
tion is not made, the client may liye 
too expensively or die too expensively 
Mr. Redeker indicated. 4 

He related how the incorporation of 
one or two privileges in the beneficiary 
designation under a life insurance poj- 
icy could result in exposing only half 
the death benefit to the federal estate 
tax rather than the entire death benefit 
In the case of life insurance policies 
about to mature as endowments, Mr, 
Redeker said that some substantial in- 
come tax savings are possible if one 
or two precautionary measures are 
taken before the endowment maturity 
date of the policy is reached. 

Mr. Redeker reminded his hearers 
that the life insurance agent is in q 
particularly good strategic position to 
disconcert his clients to the point where 
they will want to consult lawyers and 
trust officers. He cautioned that the 
actual estate analysis should be made 
by the client’s lawyer or trust officer 
with the life insurance agent supplying 
technical answers in problems pertain- 
ing to the life estate. 


C.L.U. Hears Tax Attorney 


Cyril E. Heilemann, Lansing attor- 
ney and tax expert, addressed the open- 
ing fall meeting of the Grand Rapids 
C.L.U. chapter on “Cooperating with 
the Attorney in Estate Planning Mat- 
ters.” He formerly was with the Treas- 
ury department and participated in 
formulation of the income and estate 
tax program. 








Addresses Women’s Meeting 


Hubert *Davis, production manager 
Charles B. Knight agency of Union 
Central Life, New York City, discussed 
“The Language of Selling” at the meet- 
ing of League of Life Insurance Wo- 
men in New York City. 





Berkshire G.A.s 








B. M. Gaston Thos. S. Sikes 


Shown above are Benjamin M. Gas- 
ton and Thos. S. Sikes, whose appoint- 
ments as heads of Berkshire Life's 
Philadelphia and Evansville agencies, 
respectively, were reported in last week's 
issue. 








EMPIRE LIFE and ACCIDENT 
INSURANCE COMPANY 
Legal Reserve Company 
Home Office—Empire Life Bldg. 
Indianapolis 9, Ind. 


41 Years of Satisfactory Service to our 
Policyholders. 


MILLIONS PAID TO POLICYHOLDERS AND 
BENEFICI 











A 
JAMES M. DRAKE, President 
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New YORK LIFE is proud of the record of its 1,805 agents who are members 
of the 1949 Nylic production clubs. Membership requirements were higher in 1949 
than in any year since 1898 when New York Life originated production clubs. 
Club members musi measure up to high standards in personal earnings and the 
type of business produced as well as in volume of paid-for production—they must 


be career life underwriters. 


During the 1949 Club year ending June 30, these agents had an average volume 
of more than $317,500 in life insurance placed with New York Life under Club 
rules. Those who qualified for the Top Club Council had an average volume of 
$723,392, and 27 New York Life agents paid for more than $1,000,000 of life 
insurance under Club rules. In the 1949 Top Club, there are 354 agents with an 
average production of $401,585, and in the Star Club there are 1,237 agents with 
an average volume of $223,296. 


C. H. “Smokey” Killen of San Antonio, Texas, has won the highest honor 
open to the 5,600 agents of New York Life in all 48 States, Canada, Alaska and 
Hawaii. He is President of the 1949 Nylic Top Club. Through his efforts, 335 
policyholders took out $3,084,472 of life insurance protection in the New York 
Life. This includes no group insurance as New York Life confines its business 
to individual policies. At 33, he is the third youngest man to become President of 


the Top Club. 
New York Life is particularly proud of the records of the 1949 Top Club 


officers who are pictured on these pages. We salute and congratulate the entire 





a -S membership of this year’s Nylic Clubs. 
C. H. “Smokey”? KILLEN 


Freshman Nylic 
San Antonio, Texas 
President 








HARRY A. McCOLL 


EDWIN T. GOLDEN, C.L.U. 


CuatrMAN of the Advisory Board of Directors: of the Top Club for the fourth 
successive year is Harry A. McColl of Colorado Springs, Colorado. The Advisory 
During the 1949 Club year, he paid for 120 policies for $1,718,200 of new business Board of Directors is comprised of former Top Club Presidents who continue 
in the New York Life under Club rules. Since joining New York Life in 1933 to be among current production leaders of New York Life. Mr. McColl has been 
following his graduation from the University of California, Mr. Golden consistently an agent of New York Life since 1926, a year after he was graduated from the 
has been among the Company’s leading agents. Each year since 1934 he has been University of Colorado. Since 1933 he has been a member of the Top Club, in 
a member of the Top Club, and in 1944 and 1945 he was a Vice President at Large. 1945 he was its President, and in 1946, 1947 and 1948 he was Chairman of the 
He is a Third Degree Nylic. Advisory Board of Directors. During the 1949 Club year he sold 274 policies for 

2,212,800 of life insurance in the New York Life under Club rules. He is a 


Senior Nylic. 


Nationat Vice Presipent of the Top Club for the third successive year is 
Edwin T. Golden, C.L.U., of the Golden Gate Branch Office in San Francisco. 


New York Life Insurance Co., 51 Madison Avenue, New York 10, N. Y. 
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Third Degree Nylic 


Third Degree Nylic 
Spokane, Washington 
Vice President 
Pacific Division 


Freshman Nylic 


Second Vice President 
Pacific Division 





FRANK P. CRUM 
Second Degree Nylic 
Detroit, Michigan 
Million Dollar 


Member 





San Francisco, California 
Vice Chairman, Advisory Board 


ROBERT A. DAVIES, CLU) EDWARD J. MINTZ, CLU 
First Degree Nylic 
Salinas, California 

Vice Chairman, Advisory Board 








KENNETH L. VAN LEUVEN 





HAROLD G. LARSEN 


San Francisco, California 








ay 


GEORGE J. LUCAS 
Senior Nylic 


Sioux Falls, South Dakota 


Vice President 
Western Division 


PAUL HEYMANN 
First Degree Nylic 
Providence, Rhode Island 
Second Vice President 


Northeastern Division 


ERLE L. COLLINS 
Second Degree Nylic 
San Francisco, California 
Million Dollar 
Member 





KENNETH C. FITCH 


Third Degree Nylic 
Wichita, Kansas 


Vice Chairman, Advisory Board 





JOSEF E. JOSEPHS, CLU 


Third Degree Nylic 
Charlotte, North Carolina 
Vice President 
Southeastern Division 











WILMER S. POYNOR, Jr. 


Second Degree Nylic 
Birmingham, Alabama 
Second Vice President 
Southeastern Division 





JAMES E. WATKINS 
Third Degree Nylic 
Lake Charles, Louisiana 
Million Dollar 
Member 











RUDOLF L. LEITMAN 
Second Degree Nylic 
Detroit, Michigan 
Vice President 
Central Division 


REED W. BRINTON, CLU 
First Degree Nylic 
Salt Lake City, Utah 
Vice Chairman, Advisory Board 


IRVING FREED 
Senior Nylic 
New York City 
Vice Chairman, Advisory Board 





A. EVERETT RILEY 
Third Degree Nylic 
Kansas City, Missouri 
Second Vice President 
Western Division 


BEN FELDMAN, CLU 
First Degree Nylic 
East Liverpool, Ohio 
Second Vice President 


ARNOLD DOMENITZ 
Freshman Nylic 
New York City 
Vice President 


Northeastern Division , Central Division 





BEN H. SEKT 


Senior Nylic 


LESTER E. WEAVER 
Third Degree Nylic 
Anchorage, Alaksa San Francisco, California Sioux City, lowa 
Million Dollar Million Dollar Million Dollar 
Member Member Member 


HUGH K. DOUGHERTY 
First Degree Nylic 





ISAAC M. KANARISH 
Third Degree Nylic 
Chicago, Illinois 
Million Dollar 

Member Member Member 


EDWIN S. McCOACH 
Senior Nylic 
Philadelphia, Pennsylvania 
Million Dollar 


CLARENCE I. QUILLING 
First Degree Nylic 
Dayton, Ohio 
Million Dollar 
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No Magic Formula for Success 


This is an old tune, and if we repeat 
it periodically it is because there is 
sound occasion to do so. The familiar 
theme is this: There is no secret formula 
that will produce success in selling life 
insurance. Education, training, and in- 
telligence are necessary ingredients, but 
the most important single element al- 
ways has been and continues to be hard 
work. 

No special “savvy” or brains will take 
the place of application. Along with 
personality, they are fine to have. But 
the big key is persistence in getting be- 
fore a prospect and telling the life in- 
surance story—applying it for an end- 
less number of prospects. 

One good reason for making the point 
again is that there are available today 
more salary plans for the promising be- 
ginner than ever before. These plans, 
according to companies using them, are 
not as satisfactory as companies had 
hoped they would be, but they have re- 
sulted in more novitiates making a pass- 
ing mark than those inducted on a com- 
mission basis. The reason — because 
management has enough control, under 
the salary arrangement, to keep the 
man working. 

Another reason for repeating the ad- 
juration, work hard, is because a great 
many of the younger men in life insur- 
ance today have been in it only during 
an era of economic good times. Some 
of these younger men are still looking 
for the magic formula, a way to pro- 


duce more business with less effort. 
This is an idea that has a certain amount 
of currency in the economy—with movie 
stars, labor leaders, and others. But for 
the life agent who is not a seasoned vet- 
eran, statistics on the production of 
members of the Million Dollar Round 
Table should prove conclusive. Sell 
more than 100 lives a year. That means 
a good sized average policy; it takes 
savvy and prospect qualification. But 
more than 100 lives a year is hard work. 

It gets down to this, that the man who 
knows best how to do a thing is the 
man who does a lot of it. The agent 
who sells best is the one who as often 
as possible gets in front of a reasonably 
qualified prospect and finds out what 
life insurance can do for him. The agent 
can have everything else—education, 
training, social and economic  back- 
ground, opportunity, health and person- 
ality, all of the ingredients for success, 
and still fail unless he works hard. 
There are such agents who are failing 
every day. 

In a large city one company has sev- 
eral agencies; all but one are behind a 
year ago. That one is 40% ahead. It 
is not operated by geniuses. But to the 
men who run it hours do not mean any- 
thing. What does mean something is 
a chance to sell some insurance. They 
are ready, willing and able to do that, 
night or day, at the smallest hint that 
there is a prospect somewhere in a big 
territory that might need some. 


Right Man for a Job That Needs Doing 


It takes only a glance at the list of 
activities which National Assn. of Life 
Underwriters has announced that Rich- 
ard E, Imig will have a part in to see 
that N.A.L.U.’s newly appointed di- 
rector of association development will 
be filling a job that will be highly ben- 
eficial to the association. These duties 
include refinement and increased effec- 
tiveness of the local and state associa- 
tion officers’ training program, closer 
correlation between N.A.L.U. and the 
Life Underwriter Training Council; ex- 
ténsion and strengthening of the associ- 
ation membership program; expansion 
of the national quality award program, 
in which Mr. Imig has been a leader 
from the start; closer liaison with the 
N.A.L.U. committee of agents and gen- 
eral agents and managers, and in the 
development of special seminars at the 
annual convention and during the year. 

Since N.A.L.U. rededicated itself to 
its original principles in withdrawing 


from the activities eyed askance by the 
national labor relations board, it is en- 
tirely appropriate that it should drive 
ahead with renewed vigor toward the 
objectives it has long set for itself. 
What better evidence could there be 
than the appointment of a man of Dick 
Imig’s known abilities to reassure the 
membership that in withdrawing com- 
pletely from anything resembling col- 
lective bargaining activity it was by no 
means reverting to the status of a social 
club. 

A former National Assn. of Life Un- 
derwriters leader remarked in the course 
of conversation at the recent N.A.L.U. 
convention in Cincinnati the associa- 
tion’s history could be divided into three 
roughly equal spans. The first 20 years 
or so he characterized as the “Rotary 
Club” period, with the main emphasis 
on fellowship. Then came the period 
when sales congresses and similar meet- 
ings predominated. Lastly there came 


the period of the championship of the 
agent, not only in matters of legisla- 
tion but even, toward the latter part of 
the period, in the contractual relation- 
ship of the agent and his company. 

For the next 20 years, said this ob- 
server, N.A.L.U. might well make its 
major objective the placing of the agent 
in a professional relationship with the 
public, thereby heightening his prestige 
and that of the entire business. Prog- 
ress toward this goal will be speeded 
immensely if members once get a reali- 
zation of how important a place the 
association holds in the social and eco- 
nomic life of the nation, he said. He 
cited as an example of what he was talk- 
ing about the passage of agency qualifi- 
cation laws that would raise the general 
standards of the life insurance business. 
Such activities carry the business for- 
ward in a positive way rather than stir- 
ring up the membership through types 
of activity about which there is a wide 
difference of opinion among the mem- 
bership. He felt there had been in re- 
cent years too much of a tendency to 
get into the role of championing the 
agent in the sense of N.A.L.U.’s getting 


itself in the middle in the contractual 
relationship between the agent and his 
company. 

This former N.A.L.U. leader believes 
that building up such issues, even though 
they they may, as he conceded, attract 
members, was getting N.A.L.U. into a 
sphere of activity which did not have 
the solid support of the membership and 
which might very well have proved un- 
desirable even if it had not been banned 
by the NLRB agreement. 

The general attitude of the N.A.L.U. 
members who attended the recent an- 
nual convention in Cincinnati seemed to 
bear out the view that any change in 
activities resulting from the NLRB 
agreement is not regarded as being a 
big matter. 

By appointing Mr. Imig to a post of 
importance, with duties clearly defined 
in the essential area of association de- 
velopment, the N.A.L.U. leaders have 
done much to re-sell the rank and file of 
membership on the vital place of 
N.A.L.U. in their business lives. Mr. 
Imig’s performance in his new post will, 
we are sure, do even more to bring 
about that end. 








PERSONAL SIDE OF THE BUSINESS 





Charles J. Currie, manager at Atlanta 
for Mutual Life of New York, celebrated 
his 25th anniversary with that company. 
He has been manager since 1928. Mr. 
Currie is a trustee of the National Assn. 
of Life Underwriters and a former presi- 
dent of the Georgia association and the 
Atlanta Life Managers Club. 

William J. Riess, agent for Metropol- 
itan Life at Sheboygan, Wis., for 20 
years, was honored at a dinner. Wil- 
liam Beringer, local manager, presented 
Mr. Riess with a brief case, and H. L. 
Halverson, field training instructor from 
the home office, presented the company’s 
20-year service pin. 

I. E. Hervin was honored on his 20th 
anniversary as east district manager in 
Portland, Ore., for Metropolitan at a 
luncheon given by his assistant man- 
agers, Earl E. Pearson and Marvin H. 
Price. Mr. Hervin started with the com- 
pany in his present agency in 1914 and 
then became manager in several cities 
on the Pacific Coast, returning to Port- 
land as manager in 1929. 

Daily newspapers featured the an- 
nouncement of the forthcoming mar- 
riage of Dr. Caroline Myers, daughter 
of Rawdon W. Myers, vice-president 
and controller of Aetna Life, to Dr. Shu 
Yung Wang, oral surgeon attached to 
University of Chicago. She is resident 
anesthetist. at Michael Reese hospital, 
Chicago. They plan to make their home 
in China when Dr. Wang completes his 
studies at University of Chicago. 


___ DEATHS 


_ Alfred Bentall, 77, former director of 
insurance for Michigan Farm Bureau, 
died at his home in East Lansing, Mr. 
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Lawrence E. Newton, 51, Toledo 
manager of Franklin Life, died there 
after six weeks’ illness. 


Bentall 


Harry Syphus, Salt Lake City gen- 
eral agent for Beneficial Life and newly 
elected trustee of N.A.L.U., is bereaved 
by the death of his 19-year old daughter 
Dianne Syphus. He returned from the 
Cincinnati convention to find his daugh- 
ter seriously ill. Burial was Tuesday. 


Abraham Rosenstein, 51, agency man- 
ager for Equitable Society at New York 
for 22 years, died at New Salem, N. Y. 
He was on the first day of a long de- 
ferred vacation. He had been with the 
company for 26 years and his agency 
was first in the city for 10 years. 





J. E. Laurie Retires 

J. Ernest Laurie, head of Prudential’s 
auditing division, has retired. He was 
with the public accounting firm of 
Stagg, Mather & Hough when in 1937 
he joined Prudential. He will con- 
tinue as an auditing consultant with 
offices in his resident town, Chatham, 


N. J. 





C.L.U. Teachers Confer 


A two-day regional conference of 
American College was held at Albany, 
N. Y., to discuss teaching methods, or- 
ganization and operation of C.L.U. 
study groups. 
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Companies Won 
60% of Litigation, 
Kastner Reports 


Calls Improvement from 
1948’s 56% Ratio 
“Slight But Pleasing” 


A “slight but pleasing improvement” 
in the ratio of cases won by life com- 
panies was noted by Ralph H. Kastner, 
associate general counsel of A.L.C., in 
his comprehensive review of life insur- 
ance legislation and 
litigation of the 
past 12 months. ‘ 

Mr. Kastner said 
that the A.L.C.’s 
legal bulletin car- 
ried during that 
time 311 digests of 


cases directly in- 
volving life com- 
panies as against 


328 for the previous 
12 months and that 
the companies won 
60% as against 
56% for the earlier 
period. His report 
was given at the A.L.C. annual meeting. 

Probably the cases of most general 
interest decided in the past year are 
those dealing with war and aviation 
clauses, said Mr. Kastner. Recalling his 
observation of last year, when he said 
the tide had turned from the immediate 
post-war ultra-liberality to beneficiaries 
and insured, Mr. Kastner said that of 
the 19 cases decided in the last year in- 
volving such clauses, including double 
indemnity war clause exclusions, 13 
were favorable to the insurer and only 
six to the beneficiary. 

In two of the cases this past year 
where judgment was rendered for the 
beneficiary the courts found that the 
shooting was over and that no state of 
war existed within the policy’s terms. 
One involved a man killed in an am- 
munition dump explosion and the other 
insured died following a tonsillectomy. 

Three of the other cases where bene- 
ficiaries were successful involved avia- 
tion clauses where there was no war 
clause rider. One of these concerned 
an insured who was shot down in a 
plane by anti-aircraft fire. Another was 
an insured shot while in a bomber. In 
the third the court held that “partici- 
pating in aeronautics” didn’t exclude 
riding as a passenger in a navy plane. 


Embolism Held Accident 


Among interesting cases involving 
double indemnity Mr. Kastner recalled 
that of a man who died of a pulmonary 
embolism following an operation and 
administration of opiates. The extra- 
ordinary coughing resulting from the 
opiates caused an embolism and death 
was held due to “accidental means.” 
In another case, the insured, totally dis- 
#bled by asthma, fractured his hip in a 
fall, then died from pneumonia and 
heart disease but was held to have died 
by accident, the medical witnesses hav- 
ing testified that the fall was the proxi- 
mate cause of death. 

Mr. Kastner mentioned Richardson 
vs. New York Life, in which the pre- 
sumption of suicide was so strong that 
the judge directed the jury to find for 
the insurer. 

Discussing exemption statutes, Mr.* 
Kastner referred to a recent decision 
in the federal district court of the Dis- 
trict of Columbia construing the law 
that was enacted to take care of the 
decision in Kindleberger vs. Lincoln 
National Bank of Washington. The 
Kindleberger decision construed the 
District of Columbia creditor’s exemp- 








R. H. Kastner 


tion statute so as to give the policy 
proceeds to the administratix of the 
estate of the deceased beneficiary in- 
stead of the insured’s estate, although 
the beneficiary predeceased the insured. 


Court Reluctant 


In construing the amended statute, in 
the case of Jefferson Standard Life vs. 
Sheehan, the court “rather reluctantly,” 
said Mr. Kastner, held contrary to the 
Kindleberger case, relying almost en- 
tirely on the legislative history of the 
new law, though criticising its lack of 
clarity. 

Mr. Kastner appealed to company 
counsel to supply A.L.C. headquarters 
with copies of court opinions handed 
down in their cases as soon as possible 











C. C. Fraizer, general counsel of H. & A. 
Underwriters Conference, and Sterling 
Alexander, Towa commissioner. 





so that the headquarters may give other 
companies’ legal departments an early 
account of cases which might not other- 
wise come to their attention until re- 
ported in the official or unofficial re- 
porters. 

Discussing the legislative outlook, Mr. 
Kastner said: “It appears quite evident 
that the legislative picture will not be 
too serene on either the home fronts 
or in Washington during the next few 
years. All of us must be prepared to 
shoulder our fair share of the load and 
shirk no responsibility. Without con- 
stant vigilance and close attention to 
each and every important matter of the 
moment we niay find ourself trailing so 
far that our voices will not be heard nor 
recognized by those who follow the 
drum-beaters in the columns ahead.” 

Mr. Kastner mentioned that the 
House bill substituting an amortization 
plan for the present 3% annuity tax also 
contained a provision including in the 
insured’s estate proceeds of insurance 
payable to persons other than an execu- 
tor only if the insured at death had re- 
tained incidents of ownership; exclud- 











James Williams, H. & A. Underwriters 
Conference, and Miss Ida Weber of the 
American Life Convention, at the registra- 
tion desk. — 








ms from estate tax payments to bene- 
ficiaries of the deceased under private 
pension or annuity plans; and including 
life insurance optional modes of settle- 
ment under the marital deduction pro- 
vision. He said that prospects are slight 
that this legislation will be enacted dur- 
ing the present session but the joint 
A.L.C.-Life Insurance Assn. of America 
legislative committee will sponsor a 
comprehensive program of tax changes 
beneficial to policyholders for incorpora- 
tion in the tax revision bill planned for 
1950. 


Mr. Kastner said that to date no 


bill has been introduced to implement 


the Treasury Secretary’s recommenda- 
tion that the “secretary’s ratio’ be 
frozen at 92% for the taxable years 
1948 and 1949 only for income tax on 
life companies. 





National Assn. of Life Underwriters 
was unprecedentedly heavily represented 
on the A.L.C. program, speakers being 
the new president, Judd C. Benson, 
Union Central, Cincinnati; Clifford H. 
Orr, immediate past president, and Ed- 
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PRESENTING 


... ELEVEN OF OUR OUTSTANDING FIELDMEN 
who recently joined ranks with 85 other Mutual 
Benefit representatives who hold the coveted pro- 
fessional designation of Chartered Life Under- 
writer. We are deeply proud of these men — and 
salute them on their achievement. ’ 


SAMUEL R. AMES, C.L.U. 


Richmond, Virginia 


GILBERT F. DITTMER, CL.Uu. 


Toledo, Ohio 


PHILIP J. FOSTER, CLu. 


Dover, New Hampshire 


CARLTON H. GERDSEN, C.L.U. 


New York City 


LOYD W. MARTIN, CLu. 


Miami, Florida 


THOMAS B. McGLINN, CLU. 


Miami, Florida 


G. PALMER MOFFAT, Jr., 


New York City 


WALTER S. PALMER, C.L.U. 


Boston, Massachusetts 


J. SPALDING REILLY, CL. 


Charlotte, North Carolina 


RALPH SZABO, CLU. 


New York City 


J. WESLEY TILLOU, CLU. 


New York City 


THE MUTUAL BENEFIT 
EIFE INSURANCE COMPANY 


ORGANIZED IN 1845 @ NEWARK, NEW JERSEY 


mund L. G. Zalinski, the new executive 
vice president. 


W. E. Bixby, president of Kansas 
City Life and of A.L.C., had his new 
Land camera with him. It turns out 
finished pictures in 60 seconds. He says 
the only trouble with it is that he takes 
more pictures than ever before and 
winds up with none left, having given 
them all to the subjects. 

The headquarters staff was also rep- 
resented by James B. Hallett, general 
counsel, and Richard E. Imig, director 
of association development. 
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Group sales made 


If you have a Group Insurance prospect, a telephone call 
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to the DOWNTOWN AGENCY is all that's necessary 
to obtain the help of a Prudential Group Sales Repre- 


sentative. 


Our money-making Group service is ideal for Brokers 
and Surplus Writers who are invited to use its facilities 


without cost or obligation. 


You furnish the prospect and the Group Representative 
will help you make the sale and handle all incidentals, 
leaving you more time to write other business. 


BROKERAGE SPECIALISTS 


Eubank and Henderson, Managers 


Downtown Agency 
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practice of ever-greater achievements in the 
insurance field, and points with pride to its 
representatives and their sound knowledge ot 
life insurance. 


: j 
LIBERTY NATIONAL LIFE INSURANCE” 
















The 
Doorway 
toa Sound 
Future 


After 48 years, 
Liberty Na- 
tional Life In- 
surance Com. 
pany is con- 
tinuing its 






Ray Montgomery, 
Southland Life; Ju- 
lian D. Anthony, 
Columbian National, 
and J. M. Bryan, 
Jefferson Standard, 
Financial Section 
chairman, at A.L.C. 
meeting. 


Predicts Increase 
in Regulation 


(CONTINUED FROM PAGE 3) 

its capital structure shows more and 
more deficit financing, and less and less 
venture capital, the question immediate- 
ly arises, ‘Has the growth of life insur- 
ance anything to do with this? Is there 
anything that life insurance companies 
can do about it?’ 





Calculated Risk 





EXPECTS ACTION 





“So, today the nation looks to life 
insurance leaders for action, or for a 
clear statement of their well-considered 
position, on every major economic prob- 
lem. Following well-beaten paths along 
the lines of least resistance, or following 
the quest of immediate advantage with- 
out regard to the long-range public 
economy, will not suffice. The stronger 
a man becomes, the more he is expected 
to be his brother’s keeper.” i 

Concerning private placements, he said 
these involve danger of public criticism 
both because they were not susceptible 
of evaluation on generally understood 
standards, and because it was felt in 
some quarters that they lent themselves 
to monopolistic trends and selfish un- 
derstandings. He said he believes that 
the establishment of special facilities by 
the National Assn. of Insurance Com- 
missioners for valuing these loans, ar- 
rived at with the cooperation of the in- 
surance business, offers an _ excellent 
example of how such problems may be 
met. 


Interlocking Directorates 


“Another problem ‘is the question of 
interlocking directorates between life in- 
surers and institutions to which those 
insurers lend their funds,” he said. “Our 
approach must be realistic. On the one 
hand, we must correct any situations 
where the slightest suspicion might arise 
that life insurance funds are invested 
primarily to advance the private business 
interests, outside the life insurance field, 
of life insurance officers and directors. 
On the other hand, we must not deprive 
life insurance companies of the services 
of directors who are business leaders, 
nor of maximum diversification of their 
portfolios. We are attempting to work 
out practical application of the ‘de mini- 
mis’ rule to accomplish these ends. 

“Also, there are indications that public 
inquiry will be made in the near future 
whether the surpluses of some insurers 
are not more than adequate, and whether 
dividend practices are rational. Those of 
us who remember the problems of the 
depression will certainly counsel caution 
in surplus distribution; but both com- 
pany management and regulatory offi- 
cers must be prepared with answers. 

“New problems confront us in the 
group insurance field. These problems 
are becoming rapidly more acute. If 
insurers are to retain this field of activ- 
ity, in which they have delivered eco- 
nomical protection to so large a portion 
of the public and to the classes most in 
need of it, we must make additionally 
sure that at this time that the money 
allocated for insurance protection is de- 
voted solely to the purchase of that pro- 
tection; and that no portion of it is de- 











Not for Insurer 


(CONTINUED FROM PAGE 3) 
per year. Although the constitution 
authorizes six “units” in any one year, 
the A.L.C. has been operating on a 
maximum of five units per year. There 
is no present probability of drawing 
upon the sixth unit, notwithstanding the 
fact that the basis of assessment has 
remained unchanged for many years, 
The income, however, has _ increased, 
by the admission of new members. A 
unit is based on assets and insurance 
in force. 

Mr. Hogg said the social welfare 
program which is now being considered 
by Congress merits the closest attention 
of all. He also said that most imme- 
diate threat of a system of federal regu- 
lation of insurance, superimposed upon 
the present system of state regulation 
is contained in the current proceedings 
before the federal trade commission. 

Mr. Hogg mentioned the anti-monop- 
oly subcommittee of the House judiciary 
committee, headed by Rep. Celler and 
the joint committee on the economic 
report, chairman of which is Sen. 
O’ Mahoney. 

“It is well to note that the life in- 
surance industry has made no opposition 
to any effort on the part of Congress 
to conduct any proposed inquiry for 
the investigation of our business,” he 
said. “There appears to be a belief in 
some quarters that the failure of the 
Congress to adopt the Celler-McCarran 
resolution proposing a joint investiga- 
tion of the life insurance business, is 
due to the opposition which has been 
raised by the companies themselves. 
As has been frequently stated by many 
leaders in the life insurance business, 
this is entirely erroneous.” 


McHugh Now Coast Group 
Manager for Mass. Mutual 


Robert A. McHugh of South Pasa- 
dena, Cal., has been appointed Pacific 
Coast group regional manager of Mas- 
sachusetts Mutual Life. The office 
containues at 522-23 Security Title In- 
surance building, Los Angeles. 

Mr. McHugh has been in Los An- 
geles six years as group manager for 
Pacific Mutual Life. He joined Equi- 
table Society’s group department in 
1932, and spent three years as group 
supervisor in Seattle, transferred to De- 
troit as group manager and then moved 
to Los Angeles. He is president of 
Los Angeles Group Managers Club. 








C. O. Braden, Equitable Society, In- 
dependence, president of Kansas Life 
Underwriters Assn., has been confined 
to the hospital there the past month 
with an old ulcer ailment. He has been 
in touch with state affairs and reports 
new local associations at Fort Scott and 
*Leavenworth. 


toured, directly or indirectly, in the form 
of charges, adjustments or dividends, to 
any organization or any person other 
than the identical individuals whose 
hours of employment entitled them to 
the protection.” 
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Shelby C. Davis, who heads his own 
investment firm in New York City, was 
on hand for the A.L.C. meeting. 

Only absentee at the A.L.C. execu- 
tive committee meeting was R. E. Hen- 
ley of Life of Virginia, who was hos- 


pitalized because of illness. 
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Financial Section 
on Final Day Has 
Top-Flight Program 


The Financial Section program of the 
American Life Convention: is of such 
a character to interést not: only financial 
men but other ex- 
ecutives as well, 
and many of them 
remained for 
it even though the 
general sessions 
ended Thursday. 

Chairman Joseph 
M. Bryan, who is 
first vice- president 
of Jefferson Stand- 
ard Life, led off 
with some observa- 
tions on the com- 
plicated investment 
problems that have 
resulted from the J. 





M. Bryan 

vast and rapid changes in the economic 
and financial life of the world, brought 
on by the great depression and the last 


war. He emphasized the responsibility 
that is placed on the investment officer 
by reason of the great trust placed in 
life companies’ security by policyholders 
to give them hope for the future and 
freedom from economic disaster. 

A large amount of common sense, he 
observed, has always been necessary 
for an investment officer but in these 
days he must also have a large fund of 
basic financial and economic knowledge 
and keep abreast of the constant stream 
of new developments affecting his work. 

As an example of the awareness of life 
insurance investment men of these re- 
sponsibilities he noted the way they 
work together in American Life’s finan- 
cial section and its Life Officers’ Invest- 
ment Seminars. The benefits extend, he 
remarked, to a much larger group than 
can attend the seminars. 

In the morning there were talks by 
President Leroy A. Lincoln of Metro- 
politan Life on “Economic Strength 
Through Life Insurance”; by Stahrl 
Edmunds, economic analyst of North- 
western National, on the trend and fu- 
ture of capital formation; and by W. 
Walter Williams, chairman of the Com- 
mittee for Economic Development. 


Afternoon Speakers 


In the afternoon the speakers will be 
L. W. MacNaughton, consulting geolo- 
gist; Courtland Elliott, Toronto con- 
sulting economist; and E. V. Ricken- 
backer, president of Eastern Air Lines. 
The election of officers will be the final 
business of the Financial Section, R. B. 
Patrick, financial vice-president of Bank- 
ers Life of Iowa, being slated to move 
up from vice-chairman to chairman. 

Mr. Patrick, a Phi Beta Kappa, has 
been with Bankers Life since 1930. He 
worked in the actuarial department for 
two years, and then was transferred to 
the investment department where he 
became supervisor of investment service 
in 1934. He was elected assistant treas- 
urer in 1938, financial secretary in 1944, 
and to his present position in 1945. He 
was born at Nevada, Ia., and educated 
at Drake University, Columbia and Ox- 
ford where he was a Rhodes scholar. 

Willard N. Boyden, vice-president of 
Continental Assurance, is scheduled to 
become vice-chairman and Julian D. 
Anthony, president of Columbian Na- 
tional Life, secretary. 





Many an early arrival said it didn’t 
seem like an A.L.C. convention without 
Mildred Hammond Alshuler but she 
was on hand later in the week. Before 
her recent marriage she was for many 
years A.L.C.’s secretary. 

The executive committee had lunch- 
eon together Monday prior to. the 
meeting, others present being the past 
president and A.L. C. staff, 








* * 
$93,400 Life Insurance Sales | 
In One Month 


“Jhuis 16 Justa start” — 
HE SAYS! | 


Here’s a new General Agent in a small suburban town out- 





side of Chicago. He calls this magnificent beginning “just a 
start.” That’s because, well, see that “Star” in “Start’ ? 
He wrote: 


66 We did get a total of $93,400.00 in life insurance sales in 

this month. This is the greatest month I have had since 
becoming a general agent. I want you to feel that this is 
just a start and expect to have the greatest year my agency 
ever had. Thanks for the great inspiration you have 99 


| - been to me. 
| NAME ON: REQUEST 


You can stop wishing for a star 


and BECOME ONE this way! 


As a child, you may have wished for a star—as an adult in 
the great field of insurance, you may be wishing to be a STAR 
—with its security and financial independence. This is your 
opportunity to join our Happy Family of STARS. 








Write us for complete information about our unique package 
of insurance, our great sales aids and the general agencies 
available. All correspondence confidential. 


HUGH D. HART, Vice-President and Director of Agencies 


lilinois Bankers Life Assurance Co. 


MONMOUTH, ILLINOIS 











“THE HAPPIEST INSURANCE FAMILY IN AMERICA” 
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GENERAL AGENCY OPPORTUNITIES 
BROKERAGE BUSINESS ACCEPTED 


IE 


GIRARD LIFE 
INSURANCE COMPANY OF PHILADELPHIA 
Opposite Independence Hall 
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Don’ { Penalize 


Business for Size, 
G. A. White Urges 


Says Life Insurance 
Is Big Because It 
Has Served Well 


“Life insurance has penetrated deeply 
into the hearts of Americans and has at- 
tained a magnitude which is the result 
of their sacrificial saving, and so it is 
not surprising that life insurance has 
acquired a promi- 
nence that com- 
mands attention,” 


George A. White, 
president of State 
Mutual Life, de- 


clared at the 
Wednesday general 
session of A.L.C. 
“The penalty of 
that prominence is 





public scrutiny 
which sometimes 
goes beyond the 


George A. White 


bounds of reason,” 
said Mr. White. “Shall an industry be 
penalized because it has justly won the 
confidence of the American people who 
have trusted to its keeping their hard 
won savings and their hope for happi- 
ness? Shall a great trusteeship be vili- 
fied because it has not sought or re- 
ceived price supports, subsidies, or spon- 
sorship from government? Shall the 
well founded faith of 78 million policy- 
holders be shaken by a publicity cam- 
paign calculated to engender doubt and 
distrust? As guardians of the interests 
of our policyholders, which indeed are 
the interests of the American people, we 
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must resist the efforts of a few who for 
thinly veiled reasons best known to 
themselves seek to impede the growth 
and progress of the great institution of 
life insurance.” 

Mr. White questioned the propriety of 
governmental accusations against size in 
the face of the records of such agencies 
as the Reconstruction Finance Corp., 
and the veterans administration, and he 
likewise recalled that there are examples 
of interlocking directorates in govern- 
ment corporations wielding enormous 
power. He spoke particularly of the 
Federal Home Loan Bank, the Home 
Owners Loan Corp. and ‘the Federal 
Savings & Loan Insurance Corp., all of 
which are headed by the same board 
chairman, who is also commissioner of 
the federal home loan bank administra- 
tion. 

As to the competitive situation in life 
insurance, Mr. White pointed out that the 
business is composed of more than 500 
companies differing widely in nature and 
location and keenly competitive in the 
sale of their product, in the development 
of life coverages that will better meet 
varying insurance needs, in the use of 
better sales techniques, and in the pric- 
ing of the product they sell. Everyone 
knows that if he expresses the slightest 
interest in buying life insurance he will 
be offered a wide range of policies from 
a host of different companies at prices 
which are competitively priced down to 
fractions of a cent. If you doubt that, 
just ask any life insurance agent. 

“Competition is likewise keen in the 
procuring of investments appropriate 
for life insurance portfolios. Potential 
borrowers who have legitimate needs for 
money to build housing, enlarge fac- 
tories, buy machinery, finance consumer 
purchasing, create new markets and 
keep the wheels of industry turning, find 
a host of willing partners in the field of 
financing among the life insurance com- 
panies.” 

If in the course of this highly com- 
petitive effort some companies grow 
large, it is a tribute to them. Many fac- 
tors may account for their growth, but 
as was truly said before TNEC, mere 
fact of size may be an evidence of un- 
usual efficiency. 











WOODMEN OF 





TEAMWORK WINS 


The teamwork of Woodmen camp officers, members and field 
representatives is a winning combination, This, together with 
the benefits 425,000 Woodmen receive from its “Fraternity in 
Action” program of fraternal, social and civic activities, is 
bringing the Society greater strength in membership, insur- 
ance in force, assets and reserves. 
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LIFE INSURANCE SOCIETY 
OMAHA, NEBRASKA’ 


THE WORLD 

















PROTECTED HOME CIRCLE 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 


S. H. HADLEY, Supreme President 





L. D. LININGER, Supreme Secretary 
‘SHARON, PA. 











OUR FIELD REPRESENTATIVES SELL COMPLETE PROTECTION 


The mon and epee representing the Equitable Reserve Association have a complete line of protection to offer 


their 
T have life Insurance contrac’ 
jon for dependen 


Rates and Reserves based on 


Life om — AAs 


ents -Educati Ay Childe Mortys o — ad ident tecti Sal 

‘on o! iren— payment—Accident protection—Salar 1 t. 
the latest and — mod: odern CSO. mortality tab et ont umption. 
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EQUITABLE [RESERVE ASS ASSOCIATION 
ENAH, WISCONSIN 
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New officers of Fraternal Actuarial Assn. — Walter L. Rugland, Aid Assn. for 
Lutherans, president; Frank J. Gadient, Modern Woodmen, past president; Robert E, 


Morris, Maccabees, secretary; George Ling, Woodmen of World, 


Omaha; Eugene H. 


Pakes, Woodmen Circle, and Ingolf Lee, Lutheran Brotherhood, all active Gnas 








Zone 4 Men Meet 
at Milwaukee 


MILWAUKEE-—State insurance offi- 
cials from eight states are attending a 
two-day meeting of zone 4 of National 
Assn. of Insurance Commissioners here, 
Thursday and Friday. John R. Lange 
of Wisconsin is host commissioner. 
About 40 commissioners and staff men 
are on hand. Armand Harris of Min- 
nesota, zone chairman, is presiding. 

The group is to be guests of domestic 
companies at a banquet Friday. Mr. 
Lange will give the welcome, Mr. Har- 
ris the response and David Forbes of 
Michigan, N.A.I.C. president, the prin- 
cipal address. Roman M. Vetter, Con- 
tinental Assurance, Madison, will be 
toastmaster. Heading the arrangements 
committee is C. C. Klocksin, Northwest- 
ern Mutual Life. 

The group and company representa- 
tives were guests of Pabst Brewing Co. 
at a dinner at Pabst Blue Ribbon Hall 
Thursday. Saturday the department 
men will be guests at the Wisconsin- 
California football game at Madison. 

On the arrangements committee with 
Mr. Klocksin were R. L. Paddock, 
president of Time; James H. Daggett, 
president Old Line Life; Richard Bois- 


sard, president National Guardian; Fred 
Weidenfeller, Northwestern National 
Fire; George E. Bendinger, Employers 


Mutual Liability; FE. E. Bertram, Aid 
Association for Lutherans; O. R. Ware, 
Northwestern Mutual; and Howard 
Weiss, Wisconsin agents associations. 


A.L.C. Picks Toronto for 
‘51; No Decision on ‘50 


At the American Life 
business session Wednesday 
it was voted to hold the 1951 annual 
meeting Oct. 7-10 at the Royal York 
hotel, Toronto. Action was not taken 
on the 1950 meeting. The committee, 
headed by Howard Oden, North Ameri- 
can Reassurance, is to make further 
studies and then submit the matter to 
the exectuive committee for decision. 


L. W. Hummel to L. A. Post 
for Bankers of Nebraska 
L. W. 





Convention 
afternoon 





Hummel has joined Bankers 
Life of Nebraska as Los Angeles gen- 
eral agent with headquarters at 609 
South Grand. Since 1943 he has been 
general agent there for California-West- 
ern States Life. He graduated at Uni- 
versity of Nebraska and served from 
1931 to 1943 as general agent at Lincoln 
for Farmers & Bankers Life. He is 
a past president of the Lincoln and 
Nebraska life underwriters association. 





The Hoover commission has urged 
insurance be separated from VA, and 
become self sustaining, except perhaps 
for administrative costs. 





North American Reassurance had a 
television set operating in headquarters 
room at the A.L.C. meeting. 


Chaille Advanced _ 
in Group Unit 


Equitable Society has appointed 
Joseph H. Chaille superintendent of the 
group department succeeding Herman 
B. Steeg, who is retiring after 48 years 
with the company. Mr. Chaille joined 
the company in 1929 in Florida, went 
to Chicago in 1937 as assistant to 
Agency Vice-president Vincent S. 
Welch, then in charge of the midwest, 
returned to the home office in 1939, 
and after the war continued there as 
assistant to the vice-president. 

Four additional group promotions in- 
clude George W. Johnson and James 
H. McMackin to assistant superin- 
tendents record division, and Frederick 
W. Jackson and Gerald S. Lackey to 
assistant managers group casualty 
coverages with sales and administrative 
responsibilities. 





Investment Seminar Set 


It was announced at the American 
Life Convention meeting at Chicago that 
the Life Officers Investment Seminar 
will be held again at Beloit College, 
Beloit, Wis., the dates being June 19-30. 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans on 3% American 
Experience reserve basis. Thirty- 
one years old — $252,984,452.00 
in force. Mortality experience 
1948 24.44%. Rate of assets to 
liabilities—108.56%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically _re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 


to 
THE SUPERINTENDENT OF 
AGENCIES 


ED eee 


Herman L. Ekern, President 
608 Second Ave. So., Mi polis 2, Mi 














ROYAL LEAGUE 

309 W. Jackson Blvd., 
Chicago 6, Illinois 

Legal Reserve Frat I Life | 








Total 1948 expenditures for benevolent 
work by local lodges and Fellowship Asso- 
ciations exceeded $31,000. 
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Venture Investment Needs Hard to Fill 
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(CONTINUED FROM PAGE 12 





vitifully small amount of equity invest- 
ment to be flowing into business. At the 
saine time, when the net equity invest- 
ment by individuals in business was $1.3 
billion, those individuals owned liquid 
savings in the amount of $172 billion. 
To put the matter more forcibly, when 
individuals had liquid savings worth 
more than twice the total value of all 
the common stock on the stock ex- 
changes, they were willing that year to 
invest only 1/130 of their liquid hold- 
ings in the common stock of business 
enterprise. 

“These facts tell us that there is an 
ample reservoir of funds, but individuals 
are withholding their liquid assets from 
venture uses. Why are individuals do- 
ing this, and what is the remedy? 

“I do not feel competent to answer 
these questions. I do feel confident in 
saying, however, that the often-sug- 
gested remedy of lowering the progres- 
siveness of the income tax rates is an 
overly simplified approach to this mat- 
ter. In fact, I do not believe that a gen- 
eral reduction of income tax rates goes 
to the heart of the matter at all. A gen- 
eral income tax reduction is more likely 
to result in greater consumption or 
more savings seeking a fixed income 
than it is to result in more venture 
capital. 

“The second alternative for financing 
capital formation in the future is by the 
diversion of the debt-seeking funds of 
financial institutions to venture pur- 
poses. It would be particularly impor- 
tant that financial institutions whole- 
heartedly enter the venture field if the 
public should prove unwilling to revise 
the tax laws to encourage equity invest- 
ment by individuals, or if better sales 
methods for distributing equities are not 
developed. 

“Financial institutions—such as_ sav- 
ings banks, life insurance companies, 
trust companies, credit unions, savings 
and loan associations, and miscellaneous 
institutions now have about $152 billion 
in assets and the annual addition of new 
funds amounts to about $10 billion per 
year. Of these sums, slightly less than 
40% of total assets and somewhat less 
than 40% of the new annual savings are 
administered by the life insurance com- 
panies. 

“All of these financial institutions, of 
course, invest predominately in fixed- 
income obligations with very little avail- 
able for common or preferred stocks. 
When one considers that the annual 
additions of new funds for investment 
of these institutions is $10 billion, while 
the new money flotations of common 
and preferred stocks has been only 
about $1.5 billion per year, it is ap- 
parent that the financial institutions 
could significantly augment the supply 
of equity funds.” 

In speaking of diverting the debt- 
seeking funds of financial institutions 
into venture capital, Mr. Edmund said 
he did not necessarily mean into com- 
mon stocks. It is his opinion that life 
insurance companies ought to mini- 


mize their purchase of common stock, 
at least in the large, well-established 
companies. The tenor of the Atlantic 
& Pacific anti-trust case, the recent in- 
vestigations ‘of Congress, and even the 
speeches of the president of the New 
York Stock Exchange, all indicate a 
profound distrust of bigness and of life 
companies becoming shareholders in 
large corporations. In spite of the pres- 
ent criticisms of private placements, he 
thinks that private placement of pre- 
ferred stock by new and developing 
business is likely to be a more fruitful 
and publicly appreciated form of equity 
investment for life companies over a 
long period. Ownership of housing and 
rental properties is also likely to be a 
more acceptable form of equity invest- 
ment. 


Many Qbstacles In Way 


Mr. Edmunds said there are many 
obstacles in the way of financial institu- 
tions going into venture or equity in- 
vestment on a large scale. There are 
the investment laws which in large 
measure circumscribe the ability of fi- 
nancial institutions to enter this field 
on a large scale. There is the valuation 
problem. The experience, attitude, and 
tradition of investment officers and di- 
rectors of financial institutions would 
also make the transition difficult. Most 
important of all, there is the moral and 
legal responsibilities to clients—whether 
they be depositors, policyowners, trust 
beneficiary—to fulfill the contractual ar- 
rangements under which monies were 
saved and paid into the financial institu- 
tion. 

“These obstacles do not mean that a 
change in investment practices is im- 
possible, but it does mean that the 
change will have to be slow. It will 
have to wait upon alterations of laws, 
reorientation of investment personnel, 
and perhaps the devising of new policy 
contracts in which cash values are tied 
to equities. 


Changes Won’t Come of Themselves 


“None of these changes are going to 
come of themselves. They will come 
only if the leadership in life insurance 
wants them to come and makes a con- 
scious effort, daily, to explore small 
changes of law, new training and ex- 
periences of investment men, and new 
contracts with the public. Because the 
task is long, piecemeal, continuous, the 
leadership in financial institutions will 
only be able to carry out a basic change 
in its investment policy if it has per- 
spective of the needs of the economy 
and if it has an objective of how it 
wants to serve the economy. 

“If the public and if financial insti- 
tutions fail to provide capital, Mr. Ed- 
munds said, “then government will more 
and more enter the field. Because a pri- 
vate capital market is the very heart of 
a private economy a government capital 
market will mean a government oper- 
ated economy.” 








P. N. Mantz of 
Homesteaders. Mrs. 
Mantz; Otto Haaken- 
stad of Western 
States Life; and Mrs. 
C. A. Everett, whose 
husband is with 
Homesteaders, at 
A.L.C. meeting. 








A philosophy 
that works... 


The continuing advancement of the ; 
essential interests of its field underwriters  « 
is fundamental in Equitable Life of Iowa . 
operations. + 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 
parent annually. 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 
holders. 
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Founded in 1867 in Des Moines 

















For Dependable Service—Up-to-Date Facilities 


All Life, Endowment and Annuity Plans 

Favorable Par and Non-Par rates 

Y Standard and Sub-Standard risks 

ou Pension Trusts — with Life Insurance or 100% on 
Deferred Annuities 


can’t do 
better 
than 


consult 


Mortgage Redemption Plans — geared to F.H.A. 


Family Income to Age 65 — also regular 10, 15 and 
20-year F.I.B. 


Facilities for handling large cases 
Insurance on Selected Diabetics 


Juvenile Insurance on all regular plans (full benefit 
at age 3) Death and Disability Benefit on parent 


Foreign Travel and Foreign Residence Coverage 


LOW TERM RATES on 1, 5, 10, 15-Year and 


5-Year Renewable and Convertible Term Plans 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


BSABD OFFICE © TORONTO, CANADA 





INSURANCE IN FORCE 1,143 MILLION DOLLARS 
(Including Deferred Annuities) 
ASSETS 366 MILLION DOLLARS 
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Greetings to American Life 
Convention 








His Htonor, the Owl, Sez: “Wisdom comes to no one 
by chance. Prosperity born of luck dies of starvation!” 





On July 29, 1949, Southland Life purchased all ne 
capital stock of Reserve Loan Life Insurance Company. 
This combination of two well known companies means 
increased services to the Public, Policyholders, and Field 
Representatives with over 90 million dollars in assets 
and 450 million dollars insurance in force. 


Southland Life will CONTINUE to grow—continue 
to expand its services to the public through modern 
multiple insurance benefits, presented by Representa- 
tives who are carefully selected and thoroughly trained 


to provide the expert counsel required. 
INSURANCE 


W. C. McCORD, President e Heme Office, DALLAS 
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Note Regulatory Trends at ALC Meet 





NALU “Differences” NEW AND RETIRING A.L.C. CHIEFTAINS Hay President; 


Fully Resolved, 
Benson Tells ALC 


Announces New Commit- 
tee Aimed at Keeping SS 
Limits Within Bounds 


Any real or imaginary differences of 
opinion as to the scope of activity and 
the objects of Na- 
tional Assn. of Life 
Underwriters 
“within our eXist- 
ing family” were 
resolved at the Cin- 
cinnati convention 
by the compelling 
impact of the con- 
spicuous unanimity 
of purpose among 
the members of the 
N.A.L.U. official 
family, said Judd 
*. Benson, recently 
elected president of 
N.A.L.U., at the 
Thursday A.L.C. general session. 

He also cited the fact that the regis- 
tration missed the previous record by 
only a narrow margin as indicating a 
sustained and intensely active interest in 





J. C. Benson 


“There was a conspicuous lack of in- 
terest in side issues which were pro- 
posed formally or informally,” Mr. Ben- 
son said. “Briefly, we had business to 
do, and to the best of our ability we 
did it. The concluding session of the 
convention found all hands on deck with 
a firm pledge that each was ready for 
constructive action in carrying out the 
objects and policies of the association. 
This pleased all of us, and you, too, 
should be pleased.” 


Even Keel vs. New Fields 
Mr. Benson said that sometimes there 


is a notion in organizations such as 
N.A.L.U., that each succeeding admin- 
istration must accomplish some _ out- 


standing goal or else the organization’s 


existence is not justified, but he said it 
was entirely possible that there are 
times when “keeping all hands moving 
on an even keel is far more important 


to all concerned than exploring new 
and sometimes doubtful fields to con- 
quer. fs 


“Sometimes, like a sightseeing bus, we 


are led into unique and_ interesting 
places, and if we are off on a holiday 
jaunt, that is well and good,” he said. 


“However, I prefer to liken our respon- 
sibility to the airplane pilot whose pri- 
mary responsibility is to bring his ship 
through on the most direct route with 
due regard for the safety of his passen- 
gers and with full assurance that he will 
be alert and ready for any emergency 
that may arise. 


Aim to Change Philosophy 


“During this year we hope to estab- 
a a philosophy of membership in 
A.L.U. which will cause our mem- 
to cease asking ‘W hat do I get out 
of this organization?’ and to  search- 
ingly ask themselves ‘What substantial 
contribution can I make through N.A.- 
L.U. and its instrumentalities to im- 
prove the effectiveness of the life insur- 
ance business and thus further my own 
selfish interests?’ ” 
Mr. Benson expressed gratification at 
tbe recent acquisition by N.A.L.U. of 
Edmund = L. Zalinski .as executive 
vice-president and Richard E. Imig~ as 
(CONTINUED ON PAGE 33) 





S. J. Hay of Great National Life, new A.L.C. president, gets the past president’s grip 


from W. E. a of Kansas -~ Life. 


Higher Interest Rates 
Unlikely, Benner Says 


Life insurance management should 
make no long distance plans with the ex- 
pectation of higher interest rates than 
now prevail, Claude L. Benner, president 
of Continental American Life, declared 
at the Thursday morning general ses- 
sion of the A.L.C. Premiums, reserves, 
and settlement options should be based 
on a rate no higher than 3%, he said. 

The long-term economic outlook, if 
left to work itself out, is making for 
higher interest rates, he said, but pointed 
out that “when inflation and rising prices 
come again, as come I think they will 
if present trends continue, it is doubtful 
if rising interest rates will be permitted 
to correct the situation.” It is more 
than likely, he said, that at such a time 
another attempt will be made at price 
control, adding that ‘as someone has so 
aptly said, we apparently learn nothing 
from history except that we learn noth- 
ing from history.” 


Impact on Life Insurance Costs 


Discussing the effect of interest rates 
on life insurance, Mr. Benner said that 
Continental American recently had its 
actuaries make a study of net costs on 
ordinary life policies for the 10 largest 
participating companies, excluding in- 
dustrial, doing business in New York, 
comparing the situation in 1929 and to- 
day. It was found that the cost of in- 
surance on account of reduced interest 
rates alone had gone up 21%. 

But this is not the whole story as to 
the increase in the costs of insurance by 


any means, he pointed out. If the in- 
sured wants to provide the same month- 
ly income for his beneficiary, he must 
now carry more insurance than he did 
in 1929 because of the lower interest 
rate that the life companies pay on 
money left them. 

The increase in the cost of providing 
a given number of dollars of income to 
a beneficiary through insurance is “really 
astonishing,” he said. He took as an 
example the cost of maintaining enough 
ordinary life insurance issued at age 35 
so that if the insured dies during the 
20th policy year when his wife is age 55 
she will be guaranteed a monthly income 
of $100 a month for life with 10 years’ 
income certain. 


Cost of Income Up 59% 


Using the 1929 averages for the same 
10 companies, it would have been neces- 
sary for this purpose to buy a $17,500 
policy, the net cost of which for 20 years, 
according to 1929 premium and dividend 
rates, would have been $6,178, or an 
average of $309 per year. Today, to pro- 
vide the same number of dollars of in- 
come, the policyholder would have to 
buy $22,950 of life insurance, the net 
cost of which for 20 years, according to 
1948 rates, would be $9,823, or an aver- 
age of $491 per year. Thus, the cost of 
providing such a life income has in- 
creased 59%. 

This 59% increase in the cost of pro- 
viding a life income of the same number 

(CONTINUED ON PAGE 36) 


Add Boissard, Lacy, 
fo Executive Group 


Predominance of Life 
Insurance Speakers on 
Program Proves Popular 


By ROBERT B. MITCHELL 


It was apparent at the annual meeting 
of the American Life Convention at the 
Edgewater Beach hotel, Chicago, this 
year that the relationship between the 
life insurance business and the regula- 
tory authorities, particularly the federal 
had taken the play away 
from investments as the No. 1 topic 
for attention on the formal program 


and in the lobby gossip. 

Discussion centered not only around 
the direct impact of governmental au- 
thority on company operations, but also 
the broader, though no less important 
field of long-range government trends, 
such as the welfare state, incentive-des- 
troying federal tax policies, and develop- 
ments, such as the steel strike, that 
might give added impetus to a sentiment 


government, 





OFFICERS ELECTED 


President—S. J. Hay, president Great 
National Life. 

Executive committee member s— 
Richard Boissard, president National 
Guardian Life; O. J. Lacy, president 
California-Western States Life, (elect- 
ed for one year to fill out the unex- 
pired term of S. J. Hay); H. W. Man- 
ning, vice-president and general man- 
ager Great-West Life (reelected) ; 
Frank P. Samford, president Liberty 
National Life (reelected); Robert E. 
Sweeney, president State Life of In- 
iana (reelected); R. B. Richardson, 
president Western Life of Montana (ex 
officio) ; W. E. Bixby, president Kansas 
City Life (ex officio). 

Holdover members — R. E. Henley, 
president Life of Virginia; F. W. Hub- 
bell, president Equitable of Iowa; 
R. R. Lounsbury, president Bankers 
National Life; A. L. Maclean, president 
Massachusetts Mutual; T. A. Sick, 
president Security Mutual of Nebraska; 
F. B. Wilde, president Connecticut 
General; Cecil Woods, president Vol- 
unteer State Life. 





favoring nationalization of large scale 
industries. 

Continuing the recent trend, there was 
a larger majority of speakers from with- 
in the life insurance business and the 
A.L.C. itself than in the past. There 
were only two outside speakers on the 
general sessions — Treasury Secretary 
Snyder and H. Napier Moore, Canadian 
publisher, who addressed the luncheon 
Wednesday. The excellent attendance 
at the session indicated that this trend 
in speakers is a popular one. 

Registrations ran heavy, being close 
to 700 by Wednesday morning, with 
prospects of substantially more than 
that as the meeting went on. 

The first general session got 
way Wednesday with W. F. 
president of Kansas City Lite 
the American Life Convention, presid- 
ing. All four of the morning's talks, 
beginning with Mr: Bixby’s presidential 
address, dealt to a considerable degree 
with the life insurance business in its 


(CONTINUED ON PAGE 37) 
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Agency Men Stress Human Relations 





Baltimore Man Describes 
Multiple Management Plan 


A system of multiple management in- 
stituted in 1932 in Baltimore by Mc- 
Cormick & Co. and since adopted by 
nearly a thousand other companies was 


described to the Agency Section of the 
American Life Convention Tuesday by 
Thomas R. Reid, vice-president of hu- 


man relations of the Baltimore firm. 
“Multiple management means just 
what the name implies,” Mr. Reid told 
the agency managers, “management by 
more people. We brought together 
management and labor to achieve joint 
objectives—betterment of the business 
and the increased weliare of the people 
in it. 
“This has been done by establishing 
a direct line of communication in an 
organized formal pattern from the top 
to the bottom of the organization. It 
isn’t enough to depend on haphazard 
suggestions and good personnel benefits 
alone to get maximum results. We rec- 
ommend an active and planned pro- 
gram of interest in 


people with a set 


that does not depend on 
occasional suggestions dropped in a 
box, or a pat on the back from time 
to time from a top executive to a middle 
management man. 


Offers Direct Participation 


“Multiple management extends the 
opportunity of participation in the af- 
fairs of the company directly and ac- 
tively to every thinking employe at the 
supervisory level and above. It pro- 
vides for boards of directors made up 
of men in the office and plant and sales 
organization, men who are on their way 
up, to supplement the senior board of 
top-management men. We began with 
a junior board of directors back in 1932. 
The president of the company selected 
17 men—assistant department heads, 
accountants and junior executives—who 
he considered to be the best prospects 
for future leadership, and told them 
that they were to be given direct par- 

(CONTINUED ON PAGE 40) 
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FINANCIALLY? 


In living as in traveling, reaching a given 
point at a specified time is the direct result 
of careful planning. Those without a plan 
seldom make the train .. . others travel 


t destination. The trip is most 


rewarding to the traveller who knows his 
ultimate objective ... who plans carefully 


each way-station on schedule. 


The underwriter who plans lifetime goals 
for his clients, sets a path of achievement 


Today, 81% of Fidelity’s 
derwriters use Fidelity Per- 


sonal Estate Plans to keep their clients 
and themselves “on time” financially. 


The 
ITY MUTUAL 
RANCE COMPANY 


AT FAIRMOUNT AVENUE 
PHIA ¢ PENNSYLVANIA 





Holcombe Urges 
Recognition of 
Human Element 


American and Canadian business has 
achieved unprecedented results in pro- 


ducing goods in 
the last half cen- 
tury but must now 
look to bettering 
its human rela- 
tions, John Mar- 
shall Holcombe, Jr., 
managing director 
of Life Insurance 
Agency Manage- 
ment Assn., told 
the Agency Section 
of American Life 
Convention. 

“Rightly is the 
production achieve- J. 
ment of business 
hailed in most parts of the world,” Mr. 
Holcombe said, “as a major contribu- 
tion to increasing our standard of living 
and giving untold happiness to count- 
less thousands. 

“But within the last quarter of a cen- 
tury, there has come a growing realiza- 
tion on the part of our industrial leaders 
that the human element in our spread- 
ing plants had not received attention, 
that labor was seeking to secure through 
its own organizations —the unions — 
what it did not receive from manage- 
ment. Gradually it became apparent 
that labor was seeking things other 
than mere dollars. It was seeking what 
every red-blooded American in what- 
ever walk of life seeks instinctively— 
personal recognition, a ‘place in the 
sun,’ a part of the team.’ 

These conclusions, Mr. Holcombe 
said, have been long delayed but are 
now not only widely recognized but 
acted upon. The relations between the 
executives of life insurance companies 
and their field forces, he declared, have 
points of similarity to the relations 
between management and labor; the 
parallel is clear. 


Short Term, Long Term View 


“As in operations,” 
Mr. Holcombe said, “there is a short 
term and a long term view. In _ the 
relations between company officers and 
the field, the short term view concen- 
trates on doing certain specific things 
which the» home office believes the 
agency force should and will appreciate. 
Perhaps it is such a simple thing as 
sending letters to agents in recognition 
of good sales—or it may involve the 
giving of group insurance or hospital 
benefits to the agents. Often such things 
do not bring the appreciation which was 
expected. 

“It is far more important to recog- 
nize that wise company management 
will create first a sound attitude to the 
problem rather than to offer such spe- 
cifics as I have just suggested. That 
attitude must be based on a recognition 
of the necessity for management to 
treat its agents in what we customarily 
call a ‘human way.’ By that is meant 
a thoughtful, interested, sympathetic 
manner. To one who has pondered only 
superficially on the problem of human 
relations, such a statement seems to 
smack of immaterial matters, but I am 
convinced that agents are so _ often 
treated without sympathy that there is 
a great area for improvement. 

“The first principle of sound human 
relations between the home office and 
the field is a recognition by top manage- 
ment—not just the agency officers— 
that a philosophy of understanding 
treatment toward the agents is one of 
the great needs in our business today. 

“Such a philosophy can start in only 
one place—the president. That is why 
he is ‘the key to good human rela- 
tions.’ ” 


Holcombe 


M. 


many business 








McAllister Heads — - 
Section; Hanselman 
Is New Secretary 


Four Speakers Discuss 
Cooperation Between 
Home Office and Field 


The need for and the value of a 
philosophy of cooperation between the 
home office and the agents in the field 
was the theme of the A.L.C. Agency 


Section meeting Tuesday afternoon. 
Four students of 
human. relations 
outlined the prob- 
lems facing home 
offices and offered 
several solutions, 
after Chairman D. 
Gordon Hunter, 
vice-president and 
agency manager, 
Phoenix Mutual, 
pointed out that an 
ever-growing per- 
centage of operat- 
ing gains comes 
from insurance and 
less and less from 


J. A. McAllister 


investments. 

“If changes in the policy of the home 
office toward the field are necessary, 
it is well to keep in mind that changes 
not brought about by evolution are 
often instituted by revolution,” warned 
Clifford H. Orr, general agent National 
of Vermont, Philadelphia. “Relations 





OFFICERS ELECTED 


Chairman—J. A. McAllister, assistant 
general manager and director of agen- 
cies of Sun Life of Canada. 

Secretary — Wendell F. Hanselman. 
vice-president and superintendent of 
agencies of Union Central Life. 





between the home office and the agents 
cannot be static. If the company does 
not pay its agents all it can but onl¥ 
as much as it must and if it does not 
make an honest presentation of com- 
pany progress and policy, then the time 
has come for action.” 


Emphasizes Agents’ Stake 


“In taking action, the objectives of 
the company must be made plain to the 
agents through training and information 
programs,” Mr. Orr added. He said that 
the burden of maintaining a balance be- 
tween the home office and the field rests 
on the agency vice-president. “Too often 
the agency department becomes only the 
officers in the home office, not the in- 
dividuals who actually comprise it. The 
agents in the field are persons who 
like to feel they are worth something 
to the company.” 

“Actually the agents have more of a 
financial stake in the company than the 
top executives with monthly pay checks,” 
Mr. Orr said, “for their efforts may not 
bring in complete financial reward for 
10 years.’ 

John Marshall Holcombe, Jr., man- 

(CONTINUED ON PAGE 40) 





Man engaged in Accident & Health insurance 
for nine years with underwriting. administrative 
and p ition with 
a future with a home office, branch or agency 
in any part of the country. Age 35. Presently 
employed. Address W-13, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 




















2 of a 
en the 
1e field 
A gency 
ernoon, 
nts of 
‘lations 
prob- 
home 
offered 
utions, 
lan D, 
nter, 
t and 
inager, 
utual, 
hat an 
 -per- 
)perat- 
comes 
ce and 
; from 


home 
>ssary, 
langes 
n are 
yarned 
itional 
ations 





stant 
igen- 


man. 
t of 


gents 
does 
onlt 
s not 
com- 
. time 





XUM 


October 7, 1949 





A. L. C. ANNUAL MEETING — 


31 











A. L’Estrange, Capitol Life; 
W. "Smith, Unity Mutual of Los Anaene. 


Haggmen Steps Into Breach 


Ernest V. Sullivan, A.L.C. director 
of publicity, was hospitalized with a 
liver ailment Monday’ morning, 


throwing the entire responsibility for the 
publicity job on Robert Hutchings of 
the J. Walter Thompson advertising 
agency. However, Richard S. Haggman, 
Kansas City Life’s director of public 
relations, was on hand and filled in 
ably. 

Those who greeted J. Thomas Gur- 
ney, Orlando, associate general counsel 
of Bankers National Life, may well 
have been shaking hands with the next 
governor of Florida. Mr. Gurney has 


H. O. Fishback, Jr.. Northern of Seattle; and Ralph 


been mentioned repeatedly in newspaper 
stories as a likely prospect for the gov- 
ernorship. He has just finished a term 
as president of the Florida bar associa- 
tion and is chairman of the state board 
of control, which has charge of all 
educational institutions in the state. 


probably the greatest 
distance of any attending the A.L.C. 
meeting was A, Wassenaar, general 
manager of South African Life of Cape- 
town. He is in the United States mak- 
ing a study at the Institute of Life In- 
surance and attended the recent Life 
Office Management Assn. meeting in 
Swampscott, Mass. 


Hailing from 


Agency Department 
Needs Personalities 
That Are Vital 


Clifford H. Orr, 
tional Life of Vermont, 
and immediate past 
president of Na- 
tional Assn. of Life 


general agent Na- 


Philadelphia, 


Underwriters told 
the A.L.C. Agency 
Section that the 
agency department 
of a company must 
be staffed by vital 
personalities who 


are keenly alert to 
modern sales man- 
agement _ proce- 
dures. A group of 
underpaid per- 
sonalities steeped 
in traditions of the 
past can never build nor hold together 


Clifford H. Orr 


a successful field organization, he de- 
clared, saying that the most. short- 
sighted economy any company can 
practice is failure to staff properly its 
agency department. 

“The disintegration of your agency 
forces through improper home office 


management will result in a most costly 
experience in agency rebuliding,’ he 
said. “Life insurance agents are not 
dumb and they can quickly sense the 
genuiné from the superficial. An at- 
titude of friendliness which is not 
sincere is worse than being left alone.” 

Company agency departments, Mr. 
Orr pointed out, are unlike all other 
departments in that their personnel, ex- 
cept for executives and their assistants, 
is located in all sections in which the 
company operates rather than in the 
home office building itself. 





“Tt would be a narrow concept,” he 
continued, “to consider the agency de- 
partment as confined only to the small 
group stationed at the head office. I 
certainly feel that I am much a part of 
my company as anyone in Montpelier, 
Vt. In fact, every agent is called upon 
more frequently than any home offce 
employe to extol the virtues of his or- 
ganization. 

“Other department heads and officials 
having their associates about them are 
apt to look upon the agency department 
as being those in that unit at the home 
office. The field organization being out 
of sight is subjected to the danger of 
being out of mind. The agency vice- 
president must be the balance to keep 
all on an even keel.” 


B.M.A. Beoukdent 


The traditional Business Men’s 
surance breakfast during A.L.C. week 
for the new president of N.A.L.U. was 
held Thursday morning with Judd C. 
Jenson of Cincinnati as guest of honor. 
This brings together a large number of 
the conventioneers in an amiable atmos- , 
phere, with Chairman W. T. Grant and 
other officials of B.M.A. as hosts. 


T. M. Riehle Is on Hand 

T. M. Riehle, 
eral agent at 
president of 


As- 


Equitable Society gen- 
New York and former 
National Assn. of Life 
Underwriters, was on hand for the 
American Life Convention meeting at 
Chicago. He was in Europe this sum- 


mer for about eight weeks, touring 
Italy and Switzerland by motor. This 
was his 22nd European visit and he 
has booked passage for still another 


engagement abroad next year. 

associate 
Life, was 
the Legal 


Chicago, 
Franklin 
party tor 


Tom Lieto. 
general counsel of 
host at a cocktail 
Section. 
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HOME STATE 
LEADERSHIP 


At home in Kentucky, where we are known 
best, is where Commonwealth does the most 


business. 


We are proud of the fact that, in 1948, 
Commonwealth led all of the ninety-odd life 
insurance companies which operate in Ken- 
tucky in the volume of sales and in the amount 
of gain of insurance in force in this State. 








Our leadership in Kentucky in 1948 included 
preeminence of sales volume and increase-in- 
force not only in total but also severally in the 
component parts of Weekly Premium and 
Ordinary insurance. 


The extent of our leadership in sales is illus- 
trated by the statements that: 


(A) Our total sales were 188% of the volume 
of the next largest producer; 

(B) Our Weekly Premium sales were 118‘: 
of the next largest producer; 

(C) Our Ordinary sales were 133% of the 
next largest Combination Company pro- 
ducer and 270% of the next largest 
Ordinary Company. 


Insurance in Force — September 1, 1949 — 
$422,608,952 


COMMONWEALTH 


LIFE INSURANCE COMPANY 
LOUISVILLE 























Greetings to 


AMERICAN LIFE 
CONVENTION 


THE OTIS HANN COMPANY, Inc. 
**LIFE INSURANCE SERVICE”’ 


333 NORTH MICHIGAN AVENUE 
CHICAGO 
F. H. Landeck 


Vice President 
G@ Field Manager 


J. Roberts Hann 
President 








L.U.T.C. Like Life 
Insurance: Zalinski 


Edmund L. G. Zalinski, the new ex- 
ecutive vice-president of National Assn. 
of Life Under- 
writers, told the 
A.L.C. Agency 
Section that the 
Life Underwriters 
Training Council 
is to the general 
agent or manager 
what life insurance 
is to the family 
man— it takes 
from his shoulders 
a burden’ which 
should not be 
there. 

“By taking over 
portions of inter- 
mediate, advanced and refresher train- 
ing,” Mr. Zalinski said, “the L.U.T.C. 
enables the general agent or manager 
to spend more time in recruiting, selec- 
tion, basic training, coaching on the 
job and other duties. It is an answer 
to the problem of the older agent who 
naturally resents the disproportionate 
amount of time his agency head spends 
with newer men. 

“TU.T.C. offers life insurance com- 
panies, as well, a means of providing 
continuous training for their agents. 
This will increase their satisfaction with 
the job of life underwriting, enhance 
the quality of service they are able to 
offer to the public and increase the 





E. L. G. Zalinski 


persistency and volume of business 
submitted.” 
More than 45 companies are now 


offering L.U.T.C. scholarship programs, 
Mr. Zalinski reported. This fall classes 
will begin on a nationwide basis for 
the first time, and it is estimated there 
will be some classes with enrollments 
between 3,500 and 4,000 agents. 

“It is interesting to note,” Mr. Za- 
linski said, “that those instructors who 
were personal producers’ voluntarily 
reported that their production increased 
substantially during the school year, 
despite the not inconsiderable amount 
of time devoted to leading an L.U.T.C. 
course. General agents and managers 
were likewise pleased with the ideas 
and information they gained which 
could asist them in running their own 
agencies. Proof positive is that ap- 
proximately two-thirds of those who 
instructed L.U.T.C. classes last year 
are planning to continue this fall,,. 

An important part of the program, 
said Mr. Zalinski, is the maintenance 
of close contact between the instructor 
and the general agent or manager whose 
men are enrolled. This is done through 
special meetings with these agency 
heads, written reports by the instructor 
on individual students and class results 
as a whole, the attendance of managers 
and general agents at classes, encourag- 


ing them to review each assignment 
with their agents who are enrolled, 
especially the projects which throw 


important light on the agents’ methods 
and work habits in prospecting and 
selling. 


Suggests Stringless _ 
Binding Receipt 


Most problems and most litigation jn- 
volving binding receipts have resulted 
from attempts of the business to satisfy 
two extremes: on the one hand to pro- 
vide the applicant with immediate pro- 
tection, in accordance with the custom 
in other insurance fields, and on the 
other to postpone a final decision until 
all the facts have been assembled and 
assessed at the home office where the 
statistics, the underwriters and the med- 
ical experts are located. This obserya- 
tion was made by W. L. Wilkinson, as- 
sistant counsel Connecticut General Life, 
at the meeting of the A.L.C. Legal Sec- 
tion. 


Literal Terms Upheld 


Mr. Wilkinson said some companies 
have sidestepped the problem completely 
by simply refusing to provide immediate 
protection. Other companies, at one 
time a majority, have met it or attempted 
to meet it by means of a receipt which 
conditions coverage upon ultimate ap- 
proval of the application at the home 
office. Most courts, clinging to tradi- 
tional contract doctrines of offer, ac- 
ceptance and conditions precedent, have 
upheld the literal terms of this receipt. 

Other courts particularily in recent 
years, have seized upon supposed am- 
biguities in the receipt and have con- 
strued it as a contract for immediate 
coverage, in order to avoid the ap- 
parent inequity of permitting the com- 
pany to collect a premium for a period 
during which no coverage is provided. 
Such decisions coupled with a growing 
awareness by the companies that they 
can be more liberal without assuming 
an undue risk have led to the adoption 
of a receipt which requires merely that 
the applicant be insurable and acceptable 
within the company’s rules and practices 
as of the date he applied. This latter 
type of receipt is now the most common. 


Discusses Problems 


Problems which arise in connection 
with binding receipts include the form 
the rejection should take; the liability of 
the company where the premium is paid 
with the application but no binding re- 
ceipt is given; or where a binding pre- 
mium has been paid after the applica- 
tion, with the unused binding receipt 
attached, has been forwarded to the 
home office; the advisability of express- 
ing in the binding receipt a monetary 
limit on the amount of insurance for 
which the company can be bound; and 
finally, the question of the binding of 
substandard risks. 

Mr. Wilkinson noted the possibility 
of adopting an unconditional receipt 
providing immediate coverage regardless 
of insurability or lack of it, pending 
action on the application by the com- 
pany. He suggested that this type of 
receipt be studied carefully, for if it is 
workable, it probably will reduce sub- 
stantially the amount of binding receipt 
litigation, he said. 








Powell McHaney, 
General American; 
Kenneth Teasdale, 
Mutual Savings Life; 
and Phineas M. 
Henry, Equitable of 
Iowa. 
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NALU Pitacentes 
"Fully Resolved” 


(CONTINUED FROM PAGE 29) 
director of association development. He 
predicted that they, “together with our 
very efficient headquarters organization,’ 
will not only continue but will substan- 
tially improve the services which N.A.- 
L.U. renders to its members. 


A GOOD TEAM 


“They are a good team with varied 
abilities and experiences and, like a cou- 








ple of good ends at Notre Dame, you 
will enjoy seeing them go down the 
field together,” Mr. Benson said. 
Discussing the national labor rela- 
tions board settlement agreement, Mr. 
3enson emphasized that the trustees’ 


decision to accept the decision of Re- 
eional Director Paul Styles of the 
NLRB was unanimous and final. Noth- 
decision is inconsistent with 


ing inl the 

the objects of N.A.L.U. to which the 
administration expects to adhere and 
push forward with all its ability, he 
said. 


“It is a perfect characteristic in some 
people to desire to run a sideshow and 
attract whatever part of the main crowd 
they can, and this being the kind of 
country it is, everybody has his choice 
to visit the sideshow or be a part of the 
main performance under the big tent, 


he said. “We insist that everyone should 
make his free choice as to how he 
spends his money, and therefore we are 


well content.” 

Mr. Benson disclosed that N.A.L.U 
has just appointed a new committee to 
be known as the industry promotion 
committee, aimed at arousing leaders in 
industry, business and labor to the de- 
sirability of having all benefit programs 
underwritten by well-established life in- 
surance companies. This project, he 
said, is No. 1 on the 


N.A.L.U. agenda 


LIFE aeatnannananeens ‘EBErTsOns 


for 1949-50. He nee the coopera- 
tion of the A.L.C. and the Life Insur- 
ance Assn. of America. He quoted the 
N.A.L.U. position on social security, 
which is to provide subsistence level 
benefits to quell the fear of destitution 
but at the same time to impose on the 
lazy and improvident appropriate priva- 
tions and reserve for the thrifty and 
industrious the rewards that they have 
earned. 

Mr. Benson 
business and industry, 
sides to do more for their employes, 
might succumb to the temptation to 
“get off the spot” by falling in with 
a tremendously enlarged social security 


expressed concern that 
pressed on many 


program. He emphasized the danger 
of killing the incentive for people to 
look out for their own welfare. He 


likened the process of to one of erosion, 
which often does more damage than a 
spectacular volcanic eruption but de- 
stroys so quietly that few realize it. 

Discussing the professional status of 
agents, Mr. Benson said, “you and your 
associates have done much and there is 
still much which our associations can 
do jointly to improve the prestige, the 
enthusiasm and the skills of the pro- 
fessional underwriter.” 

“Our board of trustees feels confident 
that our members are moved to prefer 
a professional status in order to protect 
their freedom of action and to make 
sure that their efforts will always be 
rewarded in direct proportion to their 
individual industry and ability as well 
as the intelligence and skill which thes 
apply to their work,” he said. “It 
seems to us that we must all be mindful 
of the fact that in the final analysis the 
services which we render to the public 
will be evaluated by those for whom the 
services are rendered. As our services 
are continuously improved and the pub- 
lic comes to have a higher regard for 


those service we believe it becomes 
the res conathiitiy of company manage- 
ment to properly interpret the value 
which the public places upon those 
services.” 





Sioux Falls 





Our Expansion Program 
has created 


SOME UNUSUAL 


AGENCY OPPORTUNITIES 


ARIZONA, COLORADO, CALIFORNIA 
KANSAS, TEXAS, MISSOURI 
OKLAHOMA, NEBRASKA 
MINNESOTA, MONTANA 
IOWA, WYOMING 
NORTH & SOUTH DAKOTA, NEW MEXICO 
OREGON, WASHINGTON, NEVADA 


New Business Volume is up at 


NATIONAL RESERVE LIFE 
INSURANCE CO. 
Topeka, 


and 


POLICYHOLDER’S NATIONAL 


LIFE INSURANCE COMPANY 


— "ASSOCIATED COMPANIES” — 


South Dakota 


MEETING 
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PROGRESS 


and the 


A. L. C. 


On the occasion of its Annual Meeting, we congratulate the 
AMERICAN LIFE CONVENTION on its splendid PROGRESS 


through the years. Its constant emphasis on an ever higher 


standard of ethics and of quality life insurance service has 


been a most helpful factor in the progress of life insurance, 


generally. 


PROGRESS IN 
INDIANAPOLIS LIFE 


The Indianapolis Life Insurance Company points with modest 


pride to its own record of progress during the same years. 


IT IS—old enough to be thoroughly seasoned. 


—young enough to be progressively forward looking. 


—!arge enough to meet all needs (over $221 ,000,000 in 


force). 


—small enough to possess the flexibility that results in 


prompt, 


and, 


efficient service to policyholders; 


friendly cooperation with Fieldmen. 


Poiicy contracts, a superior Rate Book giving instant answers 


for briefs and programming, sales helps, and the thorough 


training available for its men, have helped them become 


known as career underwriters and leaders in their communities. 


Lifetime service fees and a pension plan give Fieldmen added 


security. 


INDIANAPOLIS LIFE 


Insurance Company 


Indianapolis 7, Indiana 


A Legal Reserve, Mutual Company, organized in 1905 


\/alter H. Huehl, 


Edward B. Raub, Chairman 
of Board of Directors 
Doyle Zaring 


President Manager of Agencies 
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Legal Section Gets Practical Fare 





Favors Rule Shifts to Let 
Insured Reduce His Taxes 


In discussing the effect of the marital 
deduction provisions of the internal 
revenue code, Lawrence M. Bregy, at- 
torney Penn Mutual Life, told A.L.C. 
Legal Section that he felt company 
practices should be modified upon re- 
quest of policyholders seeking tax sav- 
ings unless the cost of the change re- 
quested is too great. 

Mr. Bregy said that it will be noted 
that changes in usual company prac- 
tices are chiefly involved in these situa- 


tions: Incorporation of a power of ap- 
pointment in favor of the spouse’s 
estate; conditioning (where necessary) 


of beneficiary’s rights on survival of the 
insured rather than survival by the 
beneficiary of the date on which proof 
of death is submitted; deletion of sub- 
stantial limits on exercise of withdrawal 
right. 

“A company attitude 


may take the 


that it should never change its prac- 
tices for tax reasons because tax laws 
are changeable and unreliable and be- 
cause tax-saving alone is not a suffi- 
ciently important end,” he said. “As to 
the other extreme, a company may take 
the position that whenever possible it 
should accede to any request of a pol- 
icyowner, regardless of whether the tax 
reasons are reasonable or fantastic. It 
seems to me that the proper course lies 
somewhere between these two. 

“IT think a company should first con- 
sider whether or not a policyholder has 
a reasonable basis for making his re- 
quest. To me, the possibility of saving 
taxes in a legitimate manner is a rea- 
sonable basis. The company should then 
weight the good will to be obtained 
from acquiescence against the cost of 
making the change. If the former out- 

(CONTINUED ON PAGE 38) 





LOUISVILLE 





Kentucky Home Mutual Life Insurance 
Company Announces a New Agency 
Contract with Liberal First Year Com- 
missions and Lifetime Renewals. Several 
Good General Agency Openings are 
available in the states of Ohio, Indiana, 


Kentucky and Tennessee. 


KENTUCKY HOME MUTUAL 
LIFE INSURANCE COMPANY 


ELLSWORTH REGENSTEIN 
President 


KENTUCKY 











High Earnings Main 
Factor in Pension 
Plans, Says Gose 


Corporate pension plans appear to be 
the product of high earnings, taxes and 
employe relations in about that order of 
importance, George B. Gose, general 
counsel Pacific Mutual Life, told the 
A.L.C. Legal Section. 

“Undoubtedly,” Mr. Gose said, “the 
rapid increase in pension plans during 
the war and early post-war years was to 
an appreciable extent brought about by 
high profits, high taxes and the scarcity 
of skilled labor. On the other hand it is 
doubtful that anything short of a severe 
recession will cause a downward trend 
in the number of pension plans. It would 
seem more likely that employe relations 
will become an ever-increasing factor in 
the establishment and maintenance of 
these plans.” 

Involves Authority 

A basic general consideration, he 
pointed out, involves the authority of a 
corporation to adopt a pension plan. 

“Writers on this subject,” said Mr. Gose, 
“are in general agreement that the estab- 
lishment of a reasonable pension plan 
is an inherent power of a corporation’s 
board of directors, this right being con- 
ditioned by possible statutes of the par- 
ticular state or provisions in the cor- 
porate charter or by-laws prohibiting or 
restricting adoption of such a plan. Pen- 
sions being a form of compensation it is 
probable that a pension plan may be 
adopted by the action of the directors 
alone, although good practice certainly 
(CONTINUED ON PAGE 38) 


Section Elects 
Spain Chairman, 
McHaney Secretary 


Vinson Presides Despite 
Serious Illness; Lauded 
by President Bixby 


Because of the recent serious illness 
of its chairman, W. A. Vinson, Great 
Southern, the Legal Section got under 
way without the customary address of 
the chairman. Mr. Vinson confined him- 


self to brief intro- 
ductory remarks. 

W. E. Bixby, 
president of Kan- 
sas City Life and 
of A.L.C., opened 
the session with a 
warm tribute to 
Mr. Vinson for his 
fortitude in getting 
up out of a sick- 
bed to attend the 
meeting and _ pre- 
side at the Legal 
Section’s delibera- 
tions. 

The Legal Section program was in- 
tensely practical, dealing with problems 
frequently encountered in day-to-day 
life insurance legal work. Nearly all 

(CONTINUED ON PAGE 38) 





Frank E. Spain 


mium on Payor. 


pitalization Policies. 
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Yes We Do— Write 


THE 
Family Group Life Policy 


The most complete policy of its kind WRITTEN IN 
AMERICA TODAY — Whole Life (not Term), cash, 
loan, and paid up values. Birth to 60; Full death benefit 
at age 1; Double Indemnity at Age Birth; Waiver Pre- 


This policy opens the door leading to extra sales on this 
and our entire line of Life, Accident, Health and Hos- 


We invite inquiry from those who are interested in a 
connection as salaried supervisor, general agent, career 
underwriter or broker in Missouri, Kansas, Oklahoma, 
Iowa, Minnesota, North Dakota or South 


For information without obligation, write 
B. TAYLOR, Vice-President 


ATIONAL 
J 


W. RALPH JONES Arececond 
Eansas City 6, MISSOURI 
LIFE — HOSPITALIZATION — ACCIDENT — HEALTH — WHOLESALE GROUP — ANNUITIES 
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At the registration desk: Franklyn White, Mutual Benefit Life; Robert Neal, North 
American Accident; and Lillian Wille, Elizabeth Bed, and Marcelle Pfaender, all of 


the A.L.C. staff. 


Warns of Angles in in 
Lease-Back Deals 


In his paper, “The Documents for a 
Sale and Lease-back Transaction,” Vin- 
cent Keane, assistant general counsel 
Mutual Life, told A.L.C. Legal Section 
that there is an increased burden put 
upon counsel in sale and _ lease-back 
transactions because the rent is gen- 
erally calculated on a basis which per- 
mits no leeway for any unanticipated 
charges, and because there is no equity 
owner in the picture to absorb unex- 
pected liabilities. 

He recommended that the lease phase 
of the transaction be more a declaration 
of principles than a specification of de- 


tails. “Counsel cannot hope to foresee 
what the future may bring in the way of 
emergency legislation, disadvantageous 
to lessors,” he said. 

“Administrative considerations,” he 
said, “suggest the advisability of avoid- 
ing complex arrangements or involved 
statements of them. 

“Patchwork drafting is especially dan- 
gerous in details designed to last 30-50 
(or sometimes more) years. A specific- 
ally thought out set of papers is a min- 
imum requirement.’ 

Provisions which seem especially nec- 
essary from the investor’s viewpoint, 
particularly an effort to rule out rent 
abatement claims, were discussed. He 
also discussed the mechanics of arrange 
ments for the lessee’s re-acquiring title 
to the property. 
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FIDDLES AND 
LIFE INSURANCE... 


The Shield Men who represent 
this Company in the field enjoy a 
unique advantage 


Working for and with them, every 
Saturday night the year round, i 
“The Grand Ole Opry”, America’s 
favorite folk music program, now 
nearing the end of its 24th consecu- 
tive year on the air from our radio 


station, WSM. 


One of the oldest programs in ra- 
dio, “The Grand Ole Opry”—part 
of which is carried on the NBC net- 
work every week—is heard by mil- 
lions of listeners every Saturday 
night, and has made countless 
friends for our field men. 
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HOME OF 


COLUMBIAN MUTUAL LIFE 


INSURANC 


MEMPHIS, TENNESSEE 





FURNISHING LIFE INSURANCE FOR THE ENTIRE FAMILY 


Alabama 


E COMPANY 


“Its Home Denotes Its Standing" 


COLUMBIAN MUTUAL 
LIFE TOWER 


One of America's Most 
Beautiful Buildings 


"An Address of Distinction" 


GROWING WITH 
MEMPHIS 
AND THE MID-SOUTH 


Mississippi 
Tennessee 
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THE AMERICAN LIFE CONVENTION 
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Higher Interest Rates Unlikely 


(CONTINUED FROM PAGE 29) 
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of dollars is a fair measure of the impact 
of lower interest earnings on those pol- 
icyholders who buy life insurance for the 
income it will produce, Mr. Benner said. 
Although there has been a considerable 
improvement in mortality during this 
period, the net effect of such improved 
mortality is quite small, for it operates 
in the direction of reducing the cost be- 
fore the death of the insured and then 
in the direction of increasing the cost 
after his death because of the greater 
longevity of the beneficiary as well as 
of the insured. He quoted from 1948 
“Life Insurance Fact Book,” to show 
that expenses over this period had in- 
creased by only 3% of the premium and 
interest income and that hence little of 
this increase in cost was due to higher 
expense rates. 

Moreover, in order to provide the 
same quantity of food, shelter and cloth- 
ing that was provided by an income of 
$100 a month before the war, it is now 
necessary to provide an income which, 
when expressed in dollars, is increased 
in proportion to the increase in the gen- 
eral price level, Mr. Benner pointed out 
The policyholder who wants to insure 
his wife an income for life sufficient to 
provide the same quantity of food, cloth- 
ing and shelter, must now not only pro- 
vide a larger number of dollars of 
monthly income, larger in proportion to 
the increase in the general price level, 
but each dollar of such monthly income 
now costs him 59% more than it did 20 
years ago. He must carry about 70% 
more insurance and at a 59% increase in 
cost. 

“This 59% increase in cost is the 
measure of the added burden on a large 
and increasing number of policyholders 
due solely to the reduction which, inci- 
dentally, is due largely, if not solely, to 
the low interest policy of our federal 
government,” he said. ‘Verily, someone 
pays the price for low interest rates even 


if the Treasury does not. All too often, 


I am afraid, it is going to be the widows 
and orphans who are the principal bene- 
ficiaries of life insurance policies.” 


Factors Operating 


Mr. Benner said that while for the im- 
mediate present, or as long as current 
business activity may recede, the outlook 
is for even lower interest rates than now 
prevail, in the long run he believes that 
present economical and social forces if 
allowed to operate without too much 
restriction would make for higher in- 
terest rates, because “at present we are 
in a capital-hungry world.” Not only 
does much of the western world still lie 
in ruins and must be rebuilt if any rea- 
sonable standard of living is to be re- 
gained, but the rapid advances made in 
industrial technique during the past dec- 
ade are making a demand for huge sums 
of capital. The long term secular prob- 
lem in this connection seems to be scarc- 
itv of savings, rising prices and inflation, 
rather than oversavings, abundance and 
deflation. 

In the face of experience with con- 
trolled interest rates, it can be taken 
for granted that the present administra- 
tion is going to want to keep interest 
rates low as long as it can, said Mr. 
Benner. 

“Frankly, I think that in spite of our 
large federal debt, it is a mistake to put 
so much emphasis upon the necessity of 
low interest rates,” he said. “But at the 
moment, the trend of thinking in this 
connection is opposed to mine and you 
would do well to base all your calcula- 
tions on the fact that the government 
in the foreseeable future will make every 
possible attempt to keep the general 
level of interest rates no higher than it 
was at the beginning of this year. There 
may be a little chanage in the pattern 
of interest rates between very short and 
long term paper but nothing of any great 
significance. 

“Assuming this to be true there are 
only two fundamental questions on in- 
terest rates today about which there can 





‘be much difference of opinion. The first 
is to decide why it is reasonable to ex. 
pect that the government may want even 
lower interest rates than those now pre- 
vailing. The other is to determine what 
are the limits to the government’s con. 
trol of the interest rate. In other words 
can it get what it wants? : 

“Speaking bluntly, there are two rex 
sons why I think the government may 
want even lower interest rates: Because 
they think that lower interest rates wil] 
stimulate business activity and because 
the government is now running a deficit 
and, of course, lower interest rates will 
make it easier and cheaper for the Treas- 
ury to finance the deficit.” 

As to the ability of the government 
to control the interest rate, Mr. Benner 
said that stripped down to its barest 
essentials, during the past year “we have 
seen that the only way the government 
can control the interest rate and keep it 
from going further than it desires is for 
it to decide what rates it wants to sup- 
port on the various issues of its bonds, 
and then have the Federal Reserve banks 
buy as many as may happen to be offered 
to it at this price.” 


BOOSTS SUPPLY 








“Without attempting to explain how it 
works, it is a fact that such purchases 
by the Federal Reserve banks tend to 
increase the money supply of the na- 
tion,” he said. “Other things being 
equal, an increase in money supply tends 
to make prices go up. It can be defi- 
nitely and categorically stated, therefore, 
that the limits to which the government 
can control interest rates will depend 
upon the degree to which it is willing to 
increase the money supply of fhe nation 
and, consequently, endanger the price 
level. In other words, the danger of 
inflation is what the government runs 
when it supports the bond market at an 
interest rate lower than that which would 
be established by a free market. 

“In considering, therefore, whether or 
not interest rates will go up or down in 
the immediate future, it seems to me 
that we should turn our attention to a 
consideration of the factors which will 
determine the movement of prices dur- 
ing this period of time. If one feels that 
there is any appreciable danger that 
prices will go up again and that the 
country may have further inflation, then 
I believe the public would not counte- 
nance central bank activities during the 
coming year, of the same kind of mag- 
nitude as took place in 1948 and which 
added fuel to the fires of inflation, mere- 
ly to keep government bonds at par. 
The harm that would result from further 
inflation is infinitely worse than any 
harm that might flow from higher in- 
terest rates. 

“On the other hand, if one believes 
that the outlook for prices is downward, 
that the height of the business boom has 
been passed and that the investment de- 
mand will decline from present levels, 
then it seems to me an inevitable con- 
clusion that the government cannot only 
keep the present structure of interest 
rates intact but, if it desires, can even 
force them lower.” 











C. A. Everett and P. N. Mantz, both of 
Homesteaders Life of Des Moines, and W. 
Lee Shield, American Life Convention. 
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Hay President: Roisaard, Lacy « on Executive Committee 





relations with the public and with reg- 
ulatory authority. 
Mr. Bixby stressed the danger in- 
herent in the welfare state concept not 
only to life insurance but to the general 
m 
“Robert L. Hogg covered the organ- 
ization’s activities in his report as ex- 
ecutive vice- -president of the A.L.C. 
Commissioner Forbes of Michigan, 
president of the National Assn. of In- 
varancé Commissioners, voiced the view 





oO. J. Lacy 


Richard Boissard 


that the life insurance business must 
look for more, rather than less, govern- 


ment regulation, not because the com- 
missioners want it that way but because 
the bigness and importance of the busi- 
ness require it: 


Denaunces Celler Probe 


President George Avery White of 
State Mutual Life made a forthright 
talk denouncing investigations such as 
that proposed by Rep. Celler. He con- 
tended that size should not be cause 
for criticism if the company or institu- 
tion is doing a good job for the public. 

The luncheon speaker Wednesday 
was H. Napier Moore, editorial direc- 
tor of Maclean-Hunter Publishing Co., 
Toronto. 
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Contrary to the custom of past years, 
the business meeting was held Wednes- 
day afternoon rather than Wednesday 
evening. 


HOTEL PARTY 








That evening there was the annual 
cocktail party at which William M. 
Dewey, now retired as president of the 
Edgewater Beach hotel, was host for 





F. P. Samford 


H. W. Manning 
many years. This year a new name 
appeared on the program—Philip J. 
Weber, general manager of the hotel. 

Later in the evening the dinner of 
the combination companies took place, 
with Chairman John F. Ruehlmann, 
vice-president of Western & Southern 
Life, presiding. Speaker was Holgar J. 
Johnson, president of the Institute of 
Life Insurance. 

Thursday morning there were talks 
by Judd C. Benson, Union Central, 
Cincinnati, president National Assn. of 
Life Underwriters; J. Howard Oden, 
president North American Reassurance; 
H. Clay Johnson, president Interstate 
Life & Casualty; and Claude L. Benner, 
president Continental American Life. 


Snyder, McCreless Featured 


Features of the final general session 
Thursday afternoon were the talks of 
Treasury Secretary Snyder and S. E. 
McCreless, president American Hos- 
pital & Life of San Antonio. Mr. 
McCreless filled the spot originally 
slated for Francis P. Gaines, president 
of Washington && Lee University, 
who was unable to keep the appoint- 
ment because of illness. 

Thursday evening the annual dinner 
dance and entertainment took place. 

A innovation in A.L.C. programs was 
the placing of the Financial Section 
sessions at the end of the week, the day 
following the final general session. The 
fact that many stayed over until Fri- 
day, following the dinner dance, com- 
bined with the top-notch speaking tal- 
ent on the Financial Section program, 
insured a large attendance for Friday. 

Speakers at the morning session were 
Chairman J. Bryan, ist vice-presi- 
dent Jefferson Standard Life; Leroy A. 
Lincoln, president of Metropolitan Life; 
Stahrl Edmunds, economic analyst of 
Northwestern National Life; and W. 
Walter Williams, chairman of the Com- 
mittee for Economic Development. 

Scheduled for Friday afternoon are 
Lewis W. MacNaughton, petroleum en- 
gineer of Dallas; Courtland Elliott, con- 
sulting economist of Toronto, and Pres- 
ident Rickenbacker of Eastern 
Air Lines. Following the business ses- 
sion and election of section officers the 
motion to adjourn the convention will 
be made, as has long been the custom, 
by Chairman Isaac Miller Hamilton of 
Federal Life of Chicago, one of A.L.C.’s 
founders. 

Speaker at the Wednesday luncheon 
was H. Napier Moore, editorial director 
of Maclean-Hunter Publishing Co. of 
Toronto, who delivered a goodwill mes- 
sage from Canada and outlined the many 
opportunities that exist in that country. 

The state vice-presidents’ dinner, Mr. 
Bixby presiding, took place Tuesday 
evening. 

Mr. Bixby recommended that the con- 
vention continue regional meetings of 


the kind held in Roanoke and Kansas 
City. He called for an increased public 
relations program to combat the mis- 
understanding and misinformation be- 
tween companies and the public. “The 
solution of a great many of our prob- 
lems has been delayed because there are 
millions who know nothing of the man- 
agement side of life insurance,” he said. 

A direct approach to the problem of 
misunderstanding and _ misinformation 
was made by his own company this 
year, Mr. Bixby related. A young eco- 
nomics professor from a midwestern 
university was brought into the com- 
pany to study its operations and make 
a report on his findings in hopes that 
his intimate knowledge of insurance and 
company management would be com- 
municated later to his students. 

“What better way is there to tell the 
story of management than through the 
teachers of economics and social science 
in our colleges and universities?” he 
asked. 

Mr. Bixby warned of the dangers of 
increased taxation, for “not only can it 
destroy capital and buying power, but 
there is a point in this evolution, and 
it may not be very far away, 
not by ballot and not by revolt—the 
state supreme automatically comes into 





being.” 
The title of “Queen Mother” and 
“First Lady of the Convention” was 


given to Mrs, J. B. Reynolds, widow of 
the late president of Kansas City Life, 


who was a founder and the first presi- 
dent of A.L.C., by Mr. Bixby in intro- 
ducing her to the convention prior to 
his address. Mrs. Reynolds has attend- 
ed 43 of the 44 A.L.C. conventions. 

S. J. Hay, the new president of 
A.L.C., has been president of Great 
National Life since 1927. He graduated 
from Southern Methodist University 
in 1919. He joined American Life Re- 
insurance Co. and in 1921 went with 
United Fidelity Life of Dallas, later 
becoming secretary. He left in 1927 to 
organize and head Great National. He 
has been 6n the A.L.C. executive com- 
mittee since 1843 and since 1945 has 
served on the joint committee on Na- 
tional Service life insurance. He was 
a member of the program committee 
for 1948 and was its chairman for this 
year. Mr. Hay is a director of Institute 
of Life Insurance, a past president and 
member of the executive committee of 
Institute of Life Insurance Marketing 
at Southern Methodist University and 
a member of the research committee 
of L.I.A.M.A. He is on the directorate 
of a number of Dallas enterprises. 





Wire recordings were made of the 
Legal Section proceedings not covered 
by prepared papers. This was in addi- 
tion to the regular stenotype reporting, 
the object being to determine whether 
these recordings would be an acceptable 
substitute for stenographic reporting. 
Two machines were used to avoid gaps 
in switching from one spool of wire to 
another. One machine is owned by 
Ralph H. Kastner, associate general 
counsel of A.L.C., the other by C. Clark 
Bryan, A.L.C. attorney. 





SELLING “INFORMATION...PLEASE”! ; 


























All right, Mr. Patzman. 
You had your hand up first. 


- what’s the 


secret of 


success in programming? 


A. “That’s easy, Professor. General American 
Life’s exceptionally complete line of ‘special need’ 


contracts, plus varied a 


nd liberal settlement 


options, make it possible for me to offer life insur- 
ance programs that fit the need perfectly. We 


have a contract to fit ever 


y situation.”’ 


Mr. Patzman should know. He sells on a program 
basis exclusively and his far above average volume 
represents an average size policy of $12,036. Having 
the tools to do a job properly is a large part of 


life underwriting success. 
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Assets Year in Force 
$11,953,217 1933 $41,778,616 
$19,411,479 1943 $71,390,211 
$34,698,126 1948 $158,311,189 


Insurance in force currently over $168,000,000 
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President 
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F avor Rule Shifts _ 
to Reduce Taxes 


(CONTINUED FROM PAGE 3) 


weighs the latter, the practice should 
be changed. With the possible excep- 
tion of the second situation mentioned 
above, it would appear that the good 
will involved will always outweigh the 
cost of making those changes which 
seem reasonably necessary for marital 
deduction purposes.” 


Mechanics of Marital Deduction 


Mr. Bregy said that in understanding 
the new law it is helpful to keep in 
mind the way in which the deduction 
is first allowed generally, then taken 
away by an exception, then granted 
again by exceptions to the exception. 
The portion of the law in which life 
company lawyers are interested is con- 
tained in section 812 (e) (1) of the 
code, as amended by the 1948 act. Sub- 
paragraph (A) allows a deduction in 
general for all property passing to the 
surviving spouse. Subparagraph (B) 
then makes an exception and disallows 
the deduction if, upon termination of 
the spouse’s interest, the property will 
pass from the decedent to some one 
other than the spouse’s estate. This 
takes care of such cases as where the 
spouse receives a life estate only. 

Subparagraphs (C), (D), (E) and 
(F) relate to unidentified assets, com- 
mon disaster, valuation and trusts, re- 
spectively, which Mr. Bregy did not dis- 
cuss in his paper. Subparagraph (G) re- 
lates to life settlements, and permits the 
deduction when the spouse is given a 
sufficient measure of control, even 
though title will pass to some one else 
upon termination of her interest. Sub- 
paragraph (H) limits the deduction to 
50% of the adjusted gross estate. All 
this can be boiled down to two rules: 

1. A deduction, up to half the estate, 
will be allowed for property or insur- 
ance proceeds, passing to the surviving 
spouse, provided no one other than she 
or her estate, receives any subsequent 
interest therein from the decedent. 

2. In spite of rule 1, the deduction 
will be allowed for insurance proceeds 
which meet the requirements of sub- 
paragraph (G), 


Spouse as Sole Beneficiary 


Mr. Bregy remarked that it is not 
necessary even to look at subparagraph 
(G) if it is found that no one, other 
than the spouse or her estate, receives 
any interest in the proceeds. “Thus, we 
are already in a position to pass on 
certain types of settlements,” he said. 

There are three types which will 
qualify under rule 1: (a) one sum to 
spouse; (b) straight life annuity to 
spouse, with all payments ceasing at 
her death; (c) interest or installments 
to spouse for life with remainder to her 
estate. 

“In none of these cases does anyone, 
other than the spouse or her estate, 
enter the picture, so that the complica- 
tions of subparagraph (G) can be ig- 
nored,” he said. “It is surprising how 
many tax men either overlooked this 
fact or just couldn’t bring themselves 
to believe that it was true. They be- 
came so fascinated with the provisions 
of (G), or so distraught over the words 
‘terminable interest, that they threw 
up their hands whenever they found a 
spouse’s interest which would terminate, 
and they failed to look further to find 
if the interest would pass to some one 
other than her estate.” 


Explains Settlement Option 


Mr. Bregy also discussed in detail 
the situations involved where a settle- 
ment option has been elected prior to 
maturity and someone other than the 
spouse’s estate is named as secondary 
beneficiary. Deduction may be allowed 
under subparagraph (G) of section 812 
(e) (1) in such cases provided the 
spouse is given a sufficient measure of 
control. The subparagraph, he said, sets 
forth the following requirements: 

1. All amounts which are payable 





Spain Chairman, 








McHaney Secretary . 


(CONTINUED FROM PAGE 34) 


of the proceedings would have been of 
interest to non-lawyers in the insurance 
business as well as lawyers. 

The relatively new and_ expanding 
practice of buying industrial and com. 
mercial properties and leasing them back 
to the former owners was discussed by 
Vincent Keane, assistant general coyn- 
sel Mutual Life. He warned of a num: 
ber of pitfalls but found no basic fault 
with the general type of investment, 


Should Watch Basic Value 


Mr. Keane warned that the real estate 
should be scrutinized for its basic value, 
having in mind that if the lessee gets 
into trouble the property may be about 
the only recourse for salvaging the in- 
vestment. 

He said there is sometimes a tendency 
of lessees to hold back certain portions 
of the property, but the company should 
make sure that it has a usable, salable 
piece of property with adequate access, 





OFFICERS ELECTED 


Chairman—Frank E. Spain, vice. 
president and general counsel of Lib. 
erty National Life. 

Secretary—Powell B. McHaney, vice- 
president and general counsel of Gen- 
eral American Life. 





loading facilities, and utilities. 

W. Wilkinson, assistant counsel 
Connecticut General, discussed binding 
receipts and suggested an investigation 
of the possibility of using a receipt which 
unconditionally gives coverage until the 
company has either accepted or declined 
the risk. Two companies, Western & 
Southern and Manufacturers Life, al- 
ready have such receipts. 


Likes Unconditioned Receipt 


Craufurd Martin of Manufacturers 
Life, said his company considered litiga- 
tion to be highly hazardous with any 
other type of binding receipt. He said 
the company’s experience had been very 
good. 

“You don’t hear objections to binding 








Main Pension Plan Factor 
(CONTINUED FROM PAGE 34) 


would require obtaining stockholder ap- 
proval. 

“Consideration should also be given,” 
he advised, “to the law against perpetu!- 
ties. However its application would 
seem to be limited to those pension plans 
in which trusts are used and there is no 
immediate investment in insurance con- 
tracts. ‘ 

“While insured plans not involving 
use of a trust are probably exempt from 
registration with the securities and ex- 
change commission voluntary contribu- 
tory plans may require registration. Con- 
sideration should also be given to the 
application of state ‘blue sky’ laws. 

“The employer will probably wish to 
protect the employe’s interest either 
from alienation by the employe or at- 
tachment by the employe’s creditors and 
the employer will certainly wish to make 
sure that payments to the pension plan 
are not included as a basis for computing 
overtime under the wage and hour law. 








during the life of the surviving spouse 
must be payable to her. 

2. The installments or interest pay- 
ments must be paid at least annually 
commencing not later than 13 months 
after the decedent’s death. 

3. The spouse must have the power 
exercisable in favor of herself or her 
estate to appoint all amounts held by 
the insurance company. 

4, The power must be _ exercisable 
by the spouse alone and in all events. 
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receipt clauses when you pay,” he said. 
“You only hear them when you don’t. 
Mr. Wilkinson said the trend is defi- 
nitely in the direction of the “insura- 
bility’ type of receipt which provides 





W. A. Vinson 


P, B. McHaney 


coverage if the applicant was insurable 
at the date of the application. Also, 
nearly all the companies whose receipts 
condition coverage on actual approval 
of the application are not so strict in 
their actual claim practice. 


Harold Leavey Comments 

H. Harold Leavey, vice-president and 
general counsel California-Western 
States Life, commented that perhaps too 
few companies have a clear idea as to 
what they want to accomplish with their 
binding receipts. He told of a California 
lawyer who promoted a binding receipt 
law tere. He read the statute, which 
seems to permit a policy requiring out- 
right approval but he said it seemed 
likely that the courts would interpret it 
to be an “insurability” type of receipt. 

William B. Cozad, of general counsel, 
Liberty National Life, discussed the 
doctrine of foreseeable danger as a de- 
fense under double indemnity provisions. 

The afternoon session opened with the 
comprehensive review of the last 12 
months’ legislation and litigation by 
Ralph H. Kastner, associate general 
counsel of A.L.C. It is reported at some 
length elsewhere in this issue. 

There followed two timely papers, 


one by Lawrence M. Bregy, attorney 
Penn Mutual Life, on insurance settle- 
ments and the marital deduction and 
the other by George B. Gose, general 
counsel of Pacific Mutual, on corporate 
pension plans as they affect life insur- 
ance. 

Mr. Spain, the section’s new chairman, 
is a native of Memphis and was edu- 
cated at Southern University and Uni- 
versity of Alabama. He has practiced 
law in Birmingham since 1913. He is 
a member of the firm of Spain, Gillon, 
Grooms & Young. He is vice-president 
and general counsel of Liberty National 
Life and of Bankers Fire & Marine Ins. 
Co. He is general counsel for the 
Dinkler Hotels Co. and is general coun- 
sel in Alabama for United States Fi- 
delity & Guaranty. He is a former 
chairman of the American Bar Assn.’s 
legal section. He was elected secretary 
of the A.L.C. Legal Section last year. 





W. C. McCord, president of South- 
land Life, made the trip as far as Peoria 
in his new Lockheed plane. Chicago 
weather was a little soupy and the pilot 
landed downstate rather than make an 
instrument landing at Chicago. 
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We events of the past half-century made historians’ pens 
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ing influence in a world of change. 
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we are confident that discovery of a satisfactory substitute for life 
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Agency Section Told of 
Multiple Management Plan 


(CONTINUED FROM PAGE 30) 
ticipation in management in their own 
group operating independently of the 
senior board and the line organization. 

“They were told to elect their own 
chairman and secretary, set up their 
own schedule of meetings, draw up 
their own by-laws. They were given 
the right to discuss anything in the 
business which interested them. They 
were assured that top management 
would not look over their shoulders in 
the meetings and that their discussions 
would be free discussions without inter- 
ference. They were given suggested 
projects and topics as a starter to give 
them an idea of the sort of subject 
matter on which the company wished 
their thinking. 

“There were two practical and realistic 
brakes put on them which have not 
interfered with their free action, but 
have given the business every protec- 
tion any business wants. They were 
told, first, that every recommendation 
from their board must be unanimous, 
that if the original idea could not be 
sold to the entire group around the 
table, they were to revise it and amend 
it so that the finished idea would be 
thoroughly thought out and sound. Sec- 
ondly, their recommendations did not 
go into final operation in the company 
until the president or the senior board 
of directors had approved them and 
made sure that no conflict or duplica- 
tion existed. 

“In the first five years, 2,109 unani- 
mous recommendations came out of the 
junior board and from the factory board 
which was established shortly there- 
after on the same basis, of plant and 
warehouse men. Six were turned down. 
This meant that 2,103 new ideas found 
their way into company operations and 
policies. Since ideas are the lifeblood 
of business, the business prospered from 
this harnessing of the potential creative 


thought of alert, aggressive, middle- 
management men. 
“The factory board holds regular 


meetings to discuss production, ship- 
ping and warehousing. The sales board 
of directors was a logical development. 
Since the salesmen are scattered from 
Maine to California, this board pre- 
sented a special problem which was 
solved by arranging for meetings last- 
ing a week twice a year. Between meet- 
ings the members carry on their work 
through committees by correspondence. 

“The senior board of directors is 
elected by the stockholders and corre- 
sponds almost identically to the board 
of directors of the average corporation. 
No member of the senior board may 
serve on the junior, factory, or sales 
boards and they attend meetings by 
invitation only. 

“Thus, instead of the usual half dozen 
or dozen people active in management 
on a board of directors, McCormick & 
Co. has more than 50 persons serving 
as directors of the company. Their 
ideas are brought forth in free discus- 
sion for the business as a whole, and 
their management responsibilities sup- 
plement but do not replace their regu- 
lar duties in their departments as parts 
of the line organization.” 


McAllister Heads Agency | 


Section; Hanselman Sec. 


(CONTINUED FROM PAGE 30) 
aging director L.I.A.M.A., pointed di- 
rectly at company presidents in laying 
the responsibility for good human rela. 
tions in dealings between the home office 
and the agents. ‘Agents are decent 
human beings deserving of decent treat- 
ment,” Mr. Holcombe said, “and the 
president alone can give a company a 
sound philosophy of cooperation between 

- 





W. F. Hanselman 


D. G. Hunter 


home office and the field.” 

He drew a comparison between in- 
dustry and insurance companies. “In- 
dustry now is trying to put into effect 
cures for difficulties that do not yet 
confront the insurance companies,” he 
said, referring to the costly strikes now 
crippling industry. 


Explains McCormick Plan 


A plan of executive training and 
human relations known as the multiple 
management system by the originators 
of the plan, the McCormick Company 
of Baltimore, was suggested as a solu- 
tion to agency human relations prob- 
lems by Thomas R. Reid, a vice-presi- 
dent of the McCormick Company and 
chairman of the personnel policy board 
of the National Military Establishment. 

Mr. Reid, who also is a member of 
the Baltimore city council, described 
multiple management as _ insurance 
against the triumph of collectivism over 
individuality in a business organization. 
“And a business condoning collectivism 
is just as much at fault as a nation,” he 
said. 

As set up in the McCormick Com- 
pany, a spice, extract and tea business, 
multiple management consists of giving 
more responsibility for management to 
more presons within the organization, 
Mr. Reid explained. poe 

Besides the setting up of a junior 
board of directors and a board for the 
factory and sales staffs, Mr. Reid said 
that McCormick has done away with 
bulletin boards and memos as a means 
of communicating’ company policy to 
the employes in favor of direct verbal 
contact in the form of employe meetings. 
“Direct verbal contact is the best way 
of selling our products and it’s the best 
way of selling our management ideas 
to the employes,” he said. 





C. A. Macauley, head of C. A. Ma- 
cauley & Associates, Detroit employe 
benefit consulting organization, was 
present at the A.L.C. meeting. He re- 
cently retired as general agent of John 
Hancock at Detroit after 50 years with 
that company. 
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Nb!” 


says Mrs. Harold Knoblauch 


FORT WAYNE, INDIANA 





“It's hard to realize how many men are merely existing at their jobs 
because they're used to the routine and don't want to quit. My husband 
was one case of a capable man ‘chained’ to a mediocre position until he 


4 De | had his eyes opened to a secure and prosperous future! 
' 


ae 
ee "Hareld grew up in a small farming community. After high school he spent two 


years farming, but he didn't feel he was cut out to be a man of the soil so he got a job 
in the stock department of a large farm machinery manufacturer. It was not an inspiring 
job to say the least but he was young and after while he ‘got in a rut’ and settled down 
for what looked like a life-long stay. 


"Harold was still single in 1941, so soon after war was declared he was in the Army. 
The next four years he followed orders and then learned to give them as he was pro- 
moted to sergeant. He returned home in 1945, after spending three and a half years 


" in the Pacific, eager to get back into the swing of civilian life. 

‘ "| met Harold just about the time he resumed his old job. His return to civilian 
life wasn't quite all he had hoped. Although he was now ‘Keyman’ in his department 
he saw that any future chance of advancement was out of the question and his army 

e years convinced him he didn't want to continue ‘taking orders any longer’. 


"His interests shifted more and more to outside activities. Almost every night was 
e taken up with meetings of organizations to which he belonged. He so enjoyed being 
with people and working with them that | couldn't see why he didn't put this interest to 
work and get a job where he could really accomplish some humanitarian service. 





@ 
"Suddenly the ‘fog lifted’. Harold was lucky enough to see the Minnesota Mutual's 
e Organized Sales Plan in action and was thoroughly convinced right then that here was 
the future that would challenge his Harold Knoblauch and the Minne- 
imagination and ability! When we sota Mutual joined forces in Septem- 
@ were married in April, 1948, Harold ber, 1947. In Harold's first full year 
teh oil he Mi ta Mutualit of production his examined busi 
ad only been a Minnesota Mutuaiite totaled $641,096 and as a quality 
P seven months and already he knew he award he received 7% of first year 
had picked a career with an unlimited yagi ga eg: Sy sp 
future. Today we both look back with cual an "lads the p, ewe Sales 
e gratitude to that wonderful day when Plan with the new, amazing Snepen 
Harold put his best foot forward with pi el es 
the Minnesota Mutual!” 
e *Reg. U.S. Pat. Office 





THE MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


Saint Paul |, Minnesota 
| want to know how Harold Knoblauch does it. | may be 
interested. No obligation to me, of course. 
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‘Vhe 3-Year “hating =" 


CAREER FIELD UNDERWRITER 


























The Mutual Life chooses each Field Under- 
writer carefully—weighing natural abilities 
and background. Each one is selected only 
after thorough aptitude testing and several 
interviews indicate that he has better-than- 
average qualifications for success. Then 
every effort is exerted to help the new Field 
Underwriter build a satisfying future. 


The most important step in that direction 
is the three-year training program, which is 
divided into three sections. The first deals 
with the groundwork . . . the fundamentals 
of life insurance and selling. The interme- 
diate phase develops further the techniques 
for determining the kind and amount of life 


insurance best suited to the prospect’s ob- 
jectives. The subjects in the third phase are 
in the advanced fields of Business Life 


Insurance and Taxation. 


Every part of this course has been de- 
signed to place at the Underwriter’s com- 
mand a thorough knowledge of the financial 
problems that arise in everyday living. The 
Mutual Life feels confident that when a 
Field Underwriter has completed the three- 
year training program he is equipped to 
analyze individual insurance needs prop- 
erly, and then to recommend a life insur- 
ance program that will best satisfy those 


needs. 
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Our 2nd Contury of Seruice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


yor 
— 


ry 
34 NASSAU STREET Saeed, Ih Grove NEW YORK 5,N.Y. 











